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Women are turning to flowers in a 
big way—wearing flower clusters on 
spring suits and hats. They will go 
into flowered prints for summer— 
vivid colors — audacious patterns. 
Thus the rejuvenating spirit of spring 
is setting in motion forces that will 
result in extra pair sales on summer 
shoes—shoes of bright color. We ies 


sent here a smart sandal tie which 
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makes up well in white, red, blue and 
green kid—also beautiful in bright 
fabrics. Remember, Tweedies are 
good season after season. Tweedie 
Footwear Corporation, Jefferson 


City, Missouri: Shoemakers since 


1874. 


ALLURING FOOTWEAR 


The shoe illustrated above is pattern No. 1395 


from the line that sells. Five dollar retailers 
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VOICE OF THE TRADE 


HE leading shoemaking nations 

are these, according to U. S. De- 
partment of Commerce reports for 
1934: 

United States 357,000,000 pairs; 
United Kingdom 114,000,000 pairs; 
France 74,000,000 pairs; Germany 
62,000,000 pairs; Czechoslovakia 
34,000,000 pairs and Italy 27,000,- 


The continent of Europe makes 
424,000,000 pairs annually. The 
continent of North America makes 
384,000,000 pairs annually. South 
America gets out 52,000,000 pairs 
annually; Africa 12,000,000 pairs 
and Asia and Oceania 39,000,000 
pairs. China makes 7,000,000 
pairs; Japan 6,000,000 pairs and 
Australia 13,000,000 pairs. 

Sixty-one shoemaking nations 
are named individually by the U. S. 
Department of Commerce in its re- 
ports for 1934, and other nations 
are listed “among other countries.” 

The chances are that about 100 
nations are making shoes of the 
modern sort. The department re- 
ports that American tanners export 
leather to 91 nations. 

Total world production of foot- 
wear is figured at 913,000,000 in 
round numbers. That’s nearly a 
billion. 

Total world’s population is esti- 


mated at around 2,000,000,000. So 


one shoe to each person, if one can 
imagine that. Or, in other words, 
there are millions of feet in the 
world waiting for good shoes. 


*% * * 


RANK BROTHERS at 588 Fifth 

Avenue gave a preview of its 
new English Shop on the fourth 
floor of their beautiful building 
on the Avenue. 

It is the swankiest thing of the 
day. Tea was at 3:30 and Miss 
Peggy Conklin of the “Petrified 
Forest” and other Broadway stars 
were hostesses for the occasion. 
Arthur Livers, general manager, 
introduced the shoe men to the 


celebrities. 
x * * 


M. WATSON, head of the Guar- 

-antee Shoe Company of San 
Antonio, Tex., says: 

“While the Spring trade as a 
whole has opened up good in San 
Antonio, business was a little back- 
ward in March, but will average 
good for March and April.” 


a 


He finds his business in a healthy 
condition this year. Even though 
they ran along a few years without 
making any money, current and 
innerstore conditions are so im- 
proved that a little money is now 
being made. The women’s correc- 
tive shoe business is very loyal. It 
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is much more dependable than the 
novelty shoe selling. With the 
trend toward lower heels and fac- 
tories making more styleful shoes 
on them, stores like the Guarantee. 
which have long featured good 
shoes of this character as well as be- 
ing very careful in its fitting, will 
tend to build up many more perma- 
nent customers. 


R. JOHN MARTIN HISS, M.D., 

challenges the bunion theory 
long accepted by the trade. He 
says: 

“Bunion is not ‘enlarged joint— 
as the common diagnosis would 
have it. Bunion is not due to secre- 
tion in the joint forming a false 
gristle or cartilage —as another 
common diagnosis would have it. 
Bunion is a dislocation of the great 
toe joint—neither more nor less. 

“The complete relief and correc- 
tion of bunion never demands the 
removal of any portion of the nor- 
mal foot structure —neither the 
head of the great metatarsal bone 
nor the joint at the base of the 
great toe. Bunion joints should be 
corrected, certainly; for their effect 
upon the foot and the whole ner- 
vous organization of the sufferer is 
devastating; but they should not be 
cut out.” 





[LBERT HAHN of William 
Hahn Company, Washington, 
D. C., says: 

“Expose yourself to the thinking 
of other industries. The attendance 
at the Style Conferences held semi- 
annually in New York, in conjunc- 
tion with the Leather Show, is to 
my mind the most valuable activity 
participated in by the National 
Shoe Retailers Association.‘ At 
that conference every industry con- 
nected with the manufacturing and 
retailing of shoes, from the leather 
tanner down, is represented. 

“In addition to that, the confer- 
ence is benefited by advice of many 
style authorities in kindred lines 
such as men’s apparel, fashion 
magazines, color experts, etc. Many 
of the leading shoe stylists and 
merchandisers of the country are 
present and contact with these peo- 
ple in meetings as well as private 
conferences, and exchange of ideas 
generally affords a much clearer 
insight into the prospects for the 
coming season than can possibly 
be obtained by anyone through any 
other method. 

“I wish to urge upon everyone 
the benefits to be derived by a 
couple of days spent at this con- 
ference and I trust that the National 
Shoe Retailers Association will con- 
tinue to lend their hearty support 
to the semi-annual Style Confer- 


ences.” 
* * * 


tere SHAPIRO, president of 
the Boston Shoe Shop, Atlantic 
Avenue, Atlantic City, N. J., writes: 

“We want to be the first to cast 
our vote to have the shoe stylists 
named chief weather forecasters 
for the United States. Three 
months ago at the New York Style 
Show they predicted a white Easter. 

“From all indications we are 
going to have one. Flakes are fall- 
ing and reports of snow all over 
the Atlantic Coast are coming in. 
Certainly, in face of chain storé 
competition, and forecasting like 
the above, the small retailer is go- 
ing to have tough sledding. | 

“However, we still have a week 
to go and we hope it will make up 
for the past as we have blues, and 
that is all that is selling. Thanks 
for that.” 
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EYES FRONT! 


—In 1626 the island of Manhattan [its 
name might have been Okumweepoochee 
at that time for all | know) was sold 
by the Indians for $24 worth of what 
te now be termed 5 and 10¢ store 
junk. 

—Today New York City has a book value 
of $20,000,000,000—half of it land value. 

—309 years is a short space of time, as 
history goes, but a longer time than any 
human can possibly expect to live. 

—Yet there's a good moral to be gained 
from this little real estate transaction of 
our Dutch forebears. 

—Opportunity is like time or space—it is 
ever-existent. 

—Right now the foundation is undoubtedly 
being set for greater accomplishments 
and individual successes than ever be- 
fore. 

—Your great opportunity may be staring 
you in the face at this very moment. 

—I hope you recognize it. 


President. 





a W. PRENTIS, Jr., president 
- of the Armstrong Cork Com- 
pany of New York, says: 

“The fallacy still persists in the 
minds of many able officers of busi- 
ness enterprises, large and small, 
that ‘salesmen are born, not made.’ 
But experience proves in unmistak- 
able fashion that good sales organi- 
zations are the result not so much of 
personal endowment as of care- 
fully planned, painstaking training. 


“Briefly, a successful program of 
sales training may be based upon 
three essential factors: (1) The 
proper selection of good human 
material upon which to work; (2) 
a long, well-organized exposure to 
the light of business knowledge as 
applied to a particular industry; 
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and (3) a baptism of fire in prac- 
tical experience.” 

HOE MANUFACTURERS’ 

BOARD OF TRADE OF NEW 
YORK will hold a 35th anniversary 
dinner on April 30, honoring its 
past presidents. All manufacturers 
of shoes, leather and allied prod- 
ucts are invited as guests. The 
dinner will be held in the grand 
ballroom of the Roosevelt Hotel, 
New York City. 

Morgan Grossman, president of 
the Shoe Manufacturers Board of 
Trade, has arranged a most interest- 
ing program. The honored guests, 
all past presidents of the Board of 
Trade, include Raymond P. Morse, 
Julius J. Kauder, Ernest C. 
Wheeler, Herbert R. Garside, Jus- 
tus J. Lattemann, Albert C. Griffin, 
Emanuel Grossman, Murray D. 
Fine and Morgan Grossman. 

* * * 


E. NAY of the Nay Shoe Com- 
- pany, Wheeling, W. Va., says: 

“Tt is not how big but rather how 
smart is your business. If you are 
a retailer of smart footwear for 
men and featuring quality mer- 
chandise, you cannot afford to miss 
the Men’s Style Conference in New 
York City. 

“It has been intimated by some 
that these meetings would interest 
only the larger retailers who do a 
volume business. Nothing could be 
further from the aim and purpose 
of these meetings. Styles for the 
coming seasons are discussed, col- 
ors and kinds of leathers are shown 
and experts give their opinions and 
recommendations. 

“To the retailer who might hesi- 
tate to attend these conferences, | 
would suggest that he keep this 
thought in mind—it is not how big 
your business is—but rather how 
smart it is. So if you are really 
doing a smart business in men’s 
footwear, you will be able to do a 
better job and with more assurance 
if you attend these seasonal style 


conferences.” 
* * * 


“CHOE STYLIST” is a term now 

used the world over—an Amer- 
icanism finding favor even in such 
a traditional institution as the 


Royal Dutch Shoe Works—A. H. 
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Van Schijndel of Waalwijk, Hol- 
land. The “shoe stylist” there is 
Jac. Bergmans, who has been tour- 
ing the United States. 


* * * 


“~ HE Parade of the Limping 
Feet,” by John R. Grigg. 


Copyrighted—Research Foundation, 
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Oh, Man, my friend and my bene- 
factor 
Won’t you come with me? 
There is something I want to show 
you, 
Something that you should see. 
There is something that happens 
daily, 
On every busy street; 
And that something is here before 
you— 
The Parade of the Limping Feet. 


=~ 
Maybe I shouldn’t have disturbed 


you. 
Maybe it’s only me. 
Maybe I only imagine, 
The thing that I think I see. 
But as long as we are here to- 
gether— 
Here on the busy street, 
Let’s spend a little time in watching, 
The Parade of the Limping Feet. 


= 


Look, look, my Friend, they are 
coming! 
Watch the hurrying throng. 
Study their walk and their posture. 
Do you see the thing that is 
wrong? 
Friend, it’s tragedy being enacted, 
And you and I have a front seat; 
As we are here on the corner watch- 


ing, 
The Parade of the Limping Feet. 
ae 


Look at the shoes they are wearing. 
Your eyes will be opened, too; 
To the fearful and far-reaching 

damage, 
That is done by the wrong kind 
of shoe. 
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An old woman in shoes that are 
shoddy, 
A miss in a pump she thinks neat; 
And they don’t walk, they hobble! 
In the Parade of the Limping 
Feet! 
5 


You ask from whence they are 
coming 
These limping feet that pass; 
And I'll tell you I have learned by 
watching, 

That they come from every class. 
It may be that they are poor men; 
Or maybe they are the elite— 

These folks who walk in misery, 
In the Parade of the Limping 
Feet! 
—6— 


You ask me who is responsible 
That’s part of the problem too. 
Is it the man who does the styling? 

Or the man who makes the shoe? 
Or is it the host of dealers, 
With stores on every street? 
Who would you say is responsible, 
For the Parade of the Limping 
Feet? 
— 


Surely some of us are responsible, 
For the feet that go limping by; 
And, Friends, I’m beginning to 

wonder, 
Is it possible that it is you and I? 
I, who am a retail salesman, 
And daily the customer meet. 
Surely, I could do something, 
For the Parade of the Limping 
Feet! 


— 


Here is my friend, the dealer, 
Thinking only in terms of style, 
When all the time he could be do- 

ing, 
A task that is really worthwhile. 
You can build your shoe correctly, 
And at the same time make it 


neat; 
Then you'll be making a real con- 
tribution, 
To the Parade of the Limping 
Feet. 


extilinn 


And you, my good friend, the 
doctor, 
You should be helping, too, 
It will be an aid to your patients, 
If they wear the correct type of 
shoe. 
When you are busy analyzing, 
The cases that you treat, 
Won’t you please give some thought 
and study, 
To the Parade of the Limping 
Feet? 
=" 


Friends, we’ve made only a be- 
ginning, 
In the task that we have to do; 
But we are bound to be successful, 
If we keep our ideals true. 
Yes, all of us working together; 
That makes the picture complete. 
Some day, good friends, we may 
see the end 
Of the Parade of the Limping 
Feet. 


Gubbins store, featuring kangaroo leather shoes, inaugurates a delivery 
system with greater advertising appeal. 
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THE YOUNGER GENERATION 






Irving S. Florsheim 








| RVING S. FLORSHEIM, young and virile president of The Florsheim 


Shoe Company, after graduating at Cornell, began his course of preparation 








for his present position by working in a tannery finding out why there are 





ninety different kinds of calf skins, as well as a thorough knowledge of the 





gradations of kid leather, after which he proved he “could take it” by going 





the full route of every phase of making shoes, both at the bench and the 





machines of the Florsheim shoe factory. A worthy son of a worthy father, 






and as thoroughly imbued with the traditions which make for success! 





Genial, modest and able, he insists that “What you are is no credit to you; 






what you DO alone counts. And what you do depends on your ideals and 





upon freedom from conceit.” 






For close to a half century the name Florsheim has stood for very definite 





ideals in the production and distribution of men’s high-grade footwear, estab- 






lished and sponsored by Milton S. Florsheim and the fine group of men he 





gathered around him. His two sons, Irving and Harold, carry on under his 






wise leadership as active officials of the company. 
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"A lofted goal shot by the Army No. 1 
Man as the period came to a close was 


the only score. Observer turned his 


4 


glasses toward the spectators’ side. .. .’ 


By JOHN REILLY 


T HE sports picture this year is not a very complex 
one, even though there seems to be an unprec- 
edented number of variations in lasts, patterns, 
colors and color combinations. Analyze and 
classify your types. Know your men’s clothing 
thoroughly, the correct shoe for each costume, and 
the picture begins to clarify. Men do like to buy 
a sport shoe with a definite costume in mind. 
Know well the selling points of that sport shoe 
and the complete picture comes sharply into focus. 


First of all a résumé of the clothing picture, 
which at this season is well formulated. White will 
have a phenomenal season in men’s clothing just 
as white will be your greatest color in shoes. The 
advent this year of soft Shetlands and gabardine 
and the already popular white linens and palm 
beach should be a great stimulus to your white 
sales in buck, fabrics and combinations. 


It is generally felt that the all-white suit for 
sports wear demands an all-white shoe. This is a 
style tenet to which all good shoemen can adhere, 
since it means many an extra sale. Younger men 
will wear the casual ensemble, consisting of the 
odd coat and slacks, usually a combination of 
rough textured tweeds. For this costume, recom- 
mend the sturdier types of brogues in all brown 
reversed calf, and reversed calf trimmed with tan 
calfskin. The tweed or Shetland coat and flannel 
trousers also fall into this general category, while 
the gabardine sports jackets and linen slacks, a 
decidedly new note, call for brown and white buck 
combinations this year cleverly shown reversed. 
For the flannel combination, it is well to promote 
all-white buck, for linen and gabardine, specify 
white and combinations of white and tan in sail- 
cloth, gabardine and linen mesh. The tailored 
look that is inherent in this lighter type of fabric 
naturally should be reflected in custom and tailored 
effects in its complementary shoe. 

[TURN TO PAGE 30, PLEASE] 











E ACH of these shoes stands for a whole family of models. 
For almost every one are hundreds of possible pattern 
variations. But these eight general types are the shoes 
that will be re-ordered throughout the Summer and 
throughout the country. Each one has a sound reason 
for being. And here, as we see it, are the reasons why 
each of these types will score this Summer. 

Let’s consider them from left to right. The first is the 
dark shoe trimmed with white. We show a linen specta- 
tor pump. But you are probably also selling ties, oxfords 
and sandals and this same idea. This “Reverse” treat- 
ment is a new and typically 1935 theme in shoes. It came’ 
about because contrast is so important in clothes. The : 
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Eight Scoring Types 
In Summer Sport Shoes 


typical light costume for this Summer has a dark accent 
somewhere—a dark jacket, scarf, blouse. Navy blue first, 
dark brown next. Women will want a shoe like this be- 
cause its dark color is new for the country and becayse 
it is practical and good taste for town. 
Next the moccasion golf shoe. All-white fir 

and white next. The Kiltie tongue and the 
édoes the trick that every woman likes—they shorten the 
foot and give that compact look she Wants, most of all 
in a low-heeled shoe. 

* Third the Peasant shoe, showpin natural Peasant linen, 
its newest form, and also important in white with color. 
Here is the shoe that exprésses the whole 1935 fashion for 
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s. rustic coldrs, rustic weaves. It appeals be- 
because it is dramatically novel. % 

The last shoe on the top row is a Bhillie spectator 
oxford. Ghillie treatments today in spectator types pro- 
vide a means of making the oxford look a little different. 
With all the support jof an oxford, it offers a little change 
of pace to the woman who may already have Yeveral 
oxfords and wants a little change. 

First, on the second row, the saddle shoe. In its newest 
form it has a sole|colored to match the saddle. Brown 
saddle with a brown sole, navy blue saddle with a navy 
sole, an occasional /high-colored saddle with a high-colored 











Map—CRESCENT ATHLETIC CLUB, Huntington, Long Island 
I 


Courtesy Emmet, Emmet & Tul 


sole. This saddle shoe, so popular with young women 
and girls today, isn’t complete without a pair of plain 
or striped socks to match the saddle . and don’t for- 
get that item when you sell it! 

The broad T-strap represents a whole clan of sandals. 
Medium heels, high heels and low heels. In white, in com- 
binations, in colored leathers and novelty fabrics. The 
sandal is cool, the sandal is flattering and it has the third 
great advantage of versatility. It looks well with tailored 

[TURN TO PAGE 32, PLEASE | 








You’RE right . . . that tiny shoe at the right above 1s 
actually a Peasant shoe, for a four-year-old! The Peasant influ- 
ence has reached the very youngest set now! And it would be 
hard to imagine a more charming shoe for a little girl than 
this little white oxford with its gay-colored tongue. Here is 
a feature item for a store that sells something besides 
price in children’s footwear. 

To its left is a nicely designed version of 
the white perforated play oxford. And next to that 
the runner-up in Summer sales—the perforated san- 
dal. The fourth shoe from the right shows an attrac- 
tive use of leather lacing. A Kiltie tongue and a 
gypsy seam give a flattering line to the fifth model. 

And the last, the “forty-eight” eyelet shoe, has a 
new way of adjusting its laces on either side of 
the vamp. 

When you promote your children’s 
shoes, this year, can’t you beg, borrow or buy some 
children’s Summer clothes to display with them? 

Or failing that, get some colored sketches to sug- 
gest the tie-up between various Summer outfits and 
different Summer shoes? 

One of the most attractive children’s de- 
partments we have ever seen is Geuting’s in Phila- 

[TURN TO PAGE 32, PLEASE| 
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AND what boy would not be a good sport with 
this shoe wardrobe to choose from? Shoes enough to gladden 
any good sport’s heart—particularly when there is a day of 
games and play ahead. And shoes for almost every game, 
too; for golf, for tennis and to wear when he’s watching 

the professionals play. 
For his dress-up “spectator” hours, when 
white linen knickers and tweed or blue flannel coat 
are in order, there are all-white buck wing tips and 
black and white combinations—very adult-looking 


shoes and quite as smart over this proven boys’ 


last as they are in his dad’s custom grade. 

Is it golf or tennis this morning? Or 
just a day with nothing to do—riding aimlessly 
about on his bike in basque shirt and linen 
slacks? Or will he lounge about the golf-tennis 
club or pavilion with the hourly possibility of 
a game? Then he will be happy, comfortable 
and carefree in the Jai-Alai shoe, white elk with 
tan saddle and heavy Cuban welt crepe rubber 
sole—or the genuine moccasin in pebble grain 
calf and laminated rubber sole. 

Or is he viewing this wardrobe from 

a camp cot or the recreation room of any of a 
hundred fine establishments who cater to the out- 
of-door desires of the American boy? Then he 
will doubtless choose the rubber sole moccasin type 
in smoked elk or the brown saddle model also in elk 
with heavy crepe sole. 
Among the growing boys you can find a 
[TURN TO PAGE 32. PLEASE] 
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Bill Tilden 


R UBBER footwear, including 


“sneaks,” “tennis goods” and 


sports specialties, invariably 
play an important part in Sum- 
mer shoe business. Formerly 
this class of footwear was more 
or less of a staple proposition. 


But that is no longer true, for 


the rubber manufacturers who 
produce these shoes are now 
going in for style in a big way 
and enlarging the field for their 
products by producing new 
styles, designed to serve a 
variety of uses and occasions. 
This year the rubber people 
have surpassed all of their 
previous efforts in designing and 
styling these rubber specialties, 
and also in improving their con- 
struction. 

Increasing hours of playtime 
and more general participation 
in many kinds of recreational 
activity creates a new demand 
for rubber footwear and a new 
selling opportunity for alert 
merchants. To cash in this op- 
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portunity they must have the styles 
that will appeal to various classes of 
customers and must also be prepared 
to put more and better sales promo- 
tion behind this branch of their busi- 
ness. 

Smart styling is more apparent than 
even in the new rubber lines this year. 
One sees the influence of the Cuban 
type of sport shoe reflected in sole 
construction and in many of the pat- 
tern designs, particularly on tennis 
shoes. Color has entered the picture 
to a considerable degree in trim and 
foxing. The hitherto all-white canvas 
and rubber shoes are now brightened 
by a distinctive foxing of gay blue, 
vivid red or brown. Colored laces 
and trim of contrasting color on lace 
stays form another new note. 

The peasant shoe, in several varia- 
tions, is now represented in the rub- 
ber lines. The sandal, in bright colors 
and gay fabrics, commands attention. 
Novelties to attract the eye and fancy 
of little boys and girls have not been 
overlooked. Cuban types have been 

[TURN TO PAGE 32, PLEASE] 
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Spo ced Play 


West Side Tennis Courts . Forest Hills, L. 
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HOW TO 


A Sparkling Sandal Window 


Do you remember the sparkling beach spread in the 
March 16 issue of the Boot anD SHOE RECORDER? 
“There’s an idea,” said our display man, “for a real 
We gave him the “go ahead,” and 
It’s got every- 


And, 


Summer window.” 
below you see the result of his work. 
thing. Sex appeal, drama, and good display. 
better still, it is relatively simple to construct. 

The piéce de résistance is a blow-up of the photo- 
graphic illustration used in the March 16 RecorDER— 
enough in itself to stop most any passerby. The fore- 
ground consists of three semi-circular platforms—the 
center one being cut out to accommodate the sides of the 
two other platforms. This extends well back into the 
window and serves as the base for the frame on which 
the photograph is mounted. The fronts:of these plat- 
forms are painted a marine blue; the tops are covered 
with sand, as are the areas of the window that are not 
covered by the platforms. (Better put down a-heavy 
wrapping paper base on which the sand may be’ placed. 


It will greatly facilitate the cleaning up after the win- 
dow trim is discarded.) 

On this sanded area are displayed various pieces of 
merchandise—a bathing suit, beach bag or beach cush- 
ion borrowed from a specialty shop will help dress a 
large window. Smaller windows are better kept simple. 

The back drop consists of two panels of compo board 
set parallel and two wings set at an angle of 45 degrees 
to the blow-up. The large parallel panels are painted 
sea green; waves and lettering are marine blue; inter- 
mediate waves, white and large lettering, white. The 
fish are a brilliant orange vermilion, striped with silver. 
The wing panels are marine blue, striping and bubbles 
are silver; fish are orange vermilion, and sea horses 
silver, detailed in green. Note the photographic blow- 
up should extend slightly above the parallel panels; 
the wings give the impression of being higher, but they 
should be only as high as the main panel. They serve 

[TURN TO PAGE 32, PLEASE | 
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BUILD .... 
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A Sporty “White’ Window 


Here's a dramatic and sporty white window, suitable 
for the display of men’s shoes or women’s shoes, or 
both. It consists of but two elements—a backdrop with 
cut-out and a large platform on which to display the 
shoes. It is a simpler job of construction than the 
sandal window. 

The porthole is cut out of compo board and painted 
silver. The back panel, on which the design has been 
laid out, is painted a soft pastel blue. Succeeding coats 
of paint in darker pastel tones are applied to indicate 
waves and sky. The sailing yacht is black line on a 
white ground—shadow behind the yacht is the deepest 
tone of blue-—used also for the sky—and the light is a 
secondary tone of blue. Lettering and anchors are cut 
out with white paint on the deep blue tone of the sky. 
The porthole silvered, detailed with black, is then 
placed about six inches from the backdrop and gives 
the effect of depth to the window. The platform is 
painted dark blue on the surface. The front is an 


intermediate tone of blue, with a lighter tone for the 
waves. The window can be made still more attractive 
by painting a mariner’s compass on this blue platform 
in white, design for which can be found in any illus- 
trated dictionary. If the depth of the window permits. 
the backdrop can be placed at a slight angle, which will 
give an appearance of still greater depth to the design. 
The use of a ship’s bell clock and compass, a copy of 
a yachting or boating magazine, or a yachting cap with 
local club insignia, or pennants from a local yacht club. 
will brighten up the window considerably if the size 
will permit and arrangements can be made. 

An enlarged design for the ship will be found in the 
white story of the March 16 issue of the Boot AND SHOE 
RecorDER. Sufficient detail is apparent in both these 
windows, as they are laid out, to permit the use of a 
pantograph to a larger sheet (twice or three times up). 
This in turn can be ruled into squares and scaled to 


your individual requirements. 











Sekeeestrentbee eeceenene 
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PUBLIC 
Style 


AFTER leaving Houston, the route list as worked out 
takes us down the lower Rio Grande Valley, Laredo, 
San Antonio, then west. 

First, to look around Wharton on the way down. 
There are an even dozen stores grouped around the 
court house square selling shoes in this county seat of 
2691 people. Ten stores “carry” shoes, one does a 
fair shoe job and another is doing exceptionally well, 
when it is taken into consideration that Wharton is only 
60 miles from Houston. 

As one traveling man remarked, if a lot of these 
small-town stores that carry shoes figured the amount 
of investment against the net profit they would find that 
they are losing real money in their shoe departments. 
None of the general or department stores make a rule of 
departmentizing their stocks, so they have absolutely 
no idea whether or not they are making a profit selling 
shoes. 

In talking with M. Bernstein he pointed out that the 
small-town staple shoe business is a thing of the past. 
Women want pretty shoes. Not only that, but in Whar- 
ton, when they pay from $3 to $4 for shoes, they de- 
mand to be fitted in narrow widths. 

“How can a store stock triple As on any price shoe, 
even the $6 and $7 grades, when the very first question 
a woman asks is, “How many pairs of these do you 
have in stock?’ If she is told that we have 18 pairs, 
the sale is off. Everyone wants something different, yet 
wants to be fitted. In ready-to-wear, we are not obliged 
to carry over three sizes of a model except in a few 
exceptional cases. Compare that with the shoe busi- 
ness!” 

In the Sol Alpard department store, J. J. Schwartz, 
shoe buyer, was quite optimistic over the retail shoe 
outlook in his store and city. “The small-town mer- 
chant is either going ahead or going out of the shoe 
business. He must either fit people to the right shoes 
or go out of the picture; the public is the determining 
factor of his fitness as a shoe man. 


I—E. J. Schwarzman, men's shoe buyer, and W. H. Sherwin, 
women's shoe buyer, of the Sakowitz store talking things over. 
2—A Shoedog's Dogs or Two Feet Make a Yard. Who else 
wears size 15 AAAAA but V. E. Farquhar, manager of the French, 
Shriner & Urner shoe department in the Rolle Clothing Store? 
3—It is easy to identify W. D. Hammersmith by the cigar. Right 
now the store is occupying temporary quarters. 
4—Lynn Dillingham is now specializing in health shoes. 
5—Joe Dacy believes in the future of the family shoe store. 
6—These happy gents are no other than N. Clark, the vice-presi- 
dent, and E. Becker, the president, of the Clark Juvenile Shoe 
Store. 
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DEMANDS 
Plus Fit 


“Our men’s business is showing such promise that we 
are adding double As in our $5 and $6 grades. Men 
are getting more interested in sport shoes every year. 
Some men who always stuck to black shoes are now 
wearing brown shoes with brown suits. Even some of 
the conservative trade around town have shown an early 
interest in men’s white shoes. 

“For years we have always been stuck on narrow 
widths in women’s shoes; now it is the B widths that 
are left over. In women’s shoes it is necessary to buy 
from AAAAs down. We have found that when the 
trade is fitted right they will come back. In order to 
fit right we must carry the sizes and widths. Fully 50 
per cent of our trade is from smaller towns who would 
rather come to us than go to Houston.” Assisting Mr. 
Schwartz in the shoe department is Ralph Benton, a 
graduate of the School of Practipedics. Mr. Benton 
specializes in the corrective shoe fitting end as well as 
in the fitting and adjusting of the arch appliances 
carried. 

There are some good shoe men in Victoria, a city 
over twice the size of Wharton. In the A. & S. Levy 
Co. J. F. Polka is the shoe buyer. I had commented 
on the wide variety of styleful shoes on display in his 


department, and he went on to tell me: “Lots of times 
we buy fast styles that we doubt will sell in Victoria, 


but invariably we find that our customers are more than 
ready for them. People read the big city newspapers 
(Houston and San Antonio), go to the movies, and so 
are right up on the style question. When I see a shoe 
advertised in the RECORDER and again in the city papers, 
I know that it will sell with us. 

“The public is fast getting educated to letting us fit 
feet as they should be fitted. I believe that in a short 
while practically all careless shoe fitters will be auto- 
matically eliminated by the public. 

“The better trade is holding up well. Of course, in 
the past three years people bought good shoes, but not 

[TURN TO PAGE 32, PLEASE | 


7—Dan Boone depends on the phone for building up much of his 
call trade. 


8—M. Menlowditz of the Saks Shoe Store was buying some Hill 
Billy shoes from Ray A. Oppenheim of the Tweedie Footwear 
Corp., when he was caught in the act. 


9—L. E. Tuffly talking things over with Michael Murphy, his adver- 
tising manager. 


10—E. J. Moser was looking over some new sandals with his assis- 
tant, W. L. McLean, when interrupted. Plenty of sandals in all 
prices are being sold in the Levy Department Store. 


By 
HARRY R. TERHUNE 


FIELD EDITOR, BOOT AND SHOE RECORDER 


Customers more exacting than ever on both 
scores, Recorder Field Editor finds, as he 
surveys shoe conditions in medium-size 
trading centers of the Rio Grande Valley. 
"'Small-town merchants must go ahead or 
go out," he is told again and again. And 
the people who wear the shoes will say 
which it's to be on the basis of service. 











| CONTINUED FROM PAGE 19] 

Last year we were amazed at the number of linens 
and tropical and gabardines, both in white and brown, 
that were worn for town wear and business. With 
them were worn the all-white buck and the brown and 
white combination. Toward the latter part of the 
season, reversed calf in brown, grey, and in combina- 
tion with brown calfskin, was very much in evidence. 
This type of garment, i.e., the linens, gabardines and 
tropicals, offers great promotional possibilities for 
fabrics in the lighter tans, natural and oyster shades. 


What is the place of the tuxedo coat, mess jacket, 
white tuxedo and similar costumes? The best bets for 
this trade are the white buck and black sueded tuxedo 
shoe and pump but there will be a goodly number of 
plain toe, white buck, shoes worn with this costume. 
Such is the clothing picture and suggested shoes that 


go with it. 


The shoe picture we present with the greatest of 
gratification. Manufacturers anticipated and are get- 
ting a magnificent sport shoe business and they are to 
be complimented, for they have prepared a marvelous 
selection. In no type does there seem to be such lati- 
tude for ingenuity as there is in the sports type. We 
present here, photographically, the shoes as they came 
across the board to our studio. Illustrated are models 
in practically every price, type and grade. 


The photographs tell the story graphically and in a 
most dramatic way. Should questions on any of these 
types arise in the reader’s mind, Boot anp SuHoe Re- 
CORDER will be happy to furnish specific descriptions on 
these shoes comprising “The Sports Picture for Men.” 
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FROM 
The SPECTATOR'S 
SIDE 


A Follow-Through On The 

Sports Picture .... Nine Very 

Important Types, Featuring A 

Variety of Leathers, Types and 
Details. 
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ROUND-UP 


OF 


NOVELTY SHOES 


1—The Convertible Ribbon Pump—This shoe can vary its trimming 


to echo the color accents in different costumes. It comes with a selec- 
tion of grosgrain ribbons that lace through slits. 


2—The Detachable Tongue Shoe—And here's a similar notion in a 
sports shoe. A woman can buy tongues in different colors and change 
them to suit her fancy or her outfit. 


3—The Hand-Laced Replaceable Sole—Here is a new version of a 
novelty shoe famous for its unique sole construction. 


4—The Ghillie Moccasin—This model, a blend of moccasin, ghillie 
and Kiltie, is a favorite for shorts and slacks and general knocking 
about. 


5—The Sock-Sandal—Sandal and a sock of elastic material are alli 

one piece in this cork-soled beach shoe. The idea is to keep out the 

sand and to tie in with this Summer's fad for wearing socks with 
beach sandals. 


6—The 2-way Sandal—This clever model makes two shoes out of one, 
by snapping off one strap arrangement and snapping on another. The 
customer has her choice of 2 uppers in black, red, blue or white. 
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BOOT AND 





Smart Showing of Men's Shoes 





Illustration shows attractive exterior and effective window displays of Tom Brown's 
Shoe Store, in Scranton, Pa. 





For Summer Sports and Play 


[CONTINUED FROM PAGE 24] 


developed to a smart degree for men, 
while certain of the more active types 
are now featuring improved innersoles 
and even orthopedic construction to 
give more support to the foot during 
active use. Ventilated types have also 
been developed, and new materials are 
being shown simulating suede, fabrics 
and meshes. 

When one considers the enormous 
number of men, women and children 
who spend their vacations actively out 
of doors, and when one remembers that 
a good percentage of them rely on rub- 
ber footwear for their shoes during at 
least part of this time, it is apparent 
that this business has tremendous pro- 
motional possibilities for one or more 
pairs to the customer. Style having en- 
tered the picture so conclusively, there 
is now a good chance for more than one 
sale in rubber shoes during the Sum- 
mer. 

Therefore, look to rubber for a good 
share of Summer sport specialty busi- 
ness. They are becoming increasingly 
important in men’s, women’s and chil- 


dren’s lines. New models illustrated 
here, fresh from various rubber houses, 
show well the careful detailing and up- 
to-the-minute styling that have gone 
into the various numbers. 

No longer are rubber shoes merely 
“tennis shoes” or bathing sandals. For 
all sports and practically every form 
of recreation you will find a good part 
of our playing American population 
wearing rubber footwear. Add to this 
the increasing amount of play time and 
recreation that we have here in Amer- 
ica, plus the need to furnish this mar- 
ket with healthful, smart and econom- 
ical footwear, and you have a large and 
still growing shoe market. 

Rubber shoes, in themselves, suggest 
the out-of-doors. Long associated with 
the various active sports, they are com- 
ing into more general use as outdoor 
shoes. They do not take the place of 
leather shoes for active or spectator 
sports wear. But they supplement the 
leather types and have a definite and 
proper place in the complete shoe ward- 
robe. 





Public Demands Style Plus Fit 


[CONTINUED ON PAGE 29] 


so many pairs, because they made them 
last longer. Now they are buying more 
pairs, especially in the $6 to $8.75 
grades. Six dollars is our best price 
in both men’s and women’s shoes. We 
are experiencing a better pairage in 
men’s top grades than in women’s. 
There is more action in men’s high 
grade this Spring than in 1932 and 
1933 combined. Women are certainly 
appreciative of style. Plenty of these 
nice warm Spring days the shoe de- 
partment will be showing more action 
than any other department in our 
store.” 

In the next block, in the M. O. Simon 
Co., carpenters were at work doubling 
the size of the shoe department. Most 
of his increase in business is in wo- 
men’s and growing girls’ shoes, but he 


did say that while the men’s business 
has been dull for ten years, since the 
manufacturers have started to put 
style into men’s shoes the business has 
gone right ahead. 

Of course, he was asked: “To what 
do you attribute your success?” or 
words to that effect, and this was the 
answer: “In 1932 we did not have any 
good shoes. In 1933 we put in a sprin- 
kling. In 1934 the sale of good shoes 
tripled and the sale of cheap shoes kept 
up. In 1935 good shoes are way ahead 
and cheap shoes have fallen off quite a 
little bit. The NRA has helped busi- 
ness in general—and ours in particular. 
Business today is being built by people 
who have gone back to work on account 
of the NRA. 
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On the Map for Summer 


[CONTINUED FROM PAGE 21] 


clothes. It fits in, too, with the more 
feminine fashions. A woman can wear 
it all through a Summer’s day. 

The seventh shoe is the air-condi- 
tioned oxford in white. Probably the 
shoe of shoes as far as volume goes. 
Because it gives the greatest support, 
the greatest possible comfort to the 
foot. And. finaily the tennis shoe, with 
the heavy, resilient sole that every real 
tennis enthusiast insists upon. A sole 
that absorbs shock and keeps out the 
mid-summer heat of sun-baked ground. 

White shoes, as always, have the 
highest score for Summer. The all- 
white shoe is first in fashion accept- 
ance, first in volume. But this year. 
the shoe store, reaching out for extra 
business, also features the white shoe 
with color, (brown, navy and a few 
high shades) the dark “reverse” shoe 
trimmed with white and a few natura] 
colors and gay novelties in fabrics. 





Shoes for 2 Good Sports 


[CONTINUED FROM PAGE 22] 


delphia. And one reason why is that 
they display actual clothes with their 
footwear. Here is a little yellow linen 
dress, for instance, trimmed with 
brown, shown with brown oxfords. And 
here is a pink gingham with white san- 
dals. Sketches, or even lengths of fab- 
ric, can do much the same job.. . sug- 
gesting to mothers that it takes more 
than one pair of shoes to make a Sum- 
mer... for Sally or Sister or Sue! 


* * * 


[CONTINUED FROM PAGE 23] 


profitable sport shoe business, for they 
are at heart sport lovers and at this 
tender age have none of the affectation 
that sometimes kills sales to older 
people. Sell the child and you sell his 
parents. 

Like fat her and older brother, 
boys are becoming conscious of the 
right shoe for the right costume. It is 
not unusual to see at any good camp, 
or more particularly the fashionable 
summer resorts, as nice discernment 
and selection of their shoes among boys 
as one sees among their fastidious 
elders. 


A Sparkling Sandal Window 
[CONTINUED FROM PAGE 26] 


to focus the attention on the photo- 
graphic illustration, then down to the 
foreground on which the merchandise 
is displayed. 

The center platform extends back be- 
yond the two side platforms and serves 
as a base for the wings and blow-up. 
An interesting effect can be obtained 
by placing a light behind the two main 
panels. They will light the center plat- 
form and focus attention on the mer- 
chandise shown there. 
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The lightness of the Celastic Box Toe 


makes it ideal for the Summer-weight shoe. 


Celastic is flexible across the tip line and 


eliminates loose and wrinkled linings. 


Shoes equipped with Celastic Box Toes feel 


better, look better, and wear better. 
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UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





THE QUALITY BOX TOE 











CAMCO_ CREATIONS —{S 


FAST IN SALES—HIGH IN PROFIT Qamene 
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SWISS MESH TIE 
VERY COOL - VERY SMART 











Made of long-wearing, cool mesh uppers for summer 
time. Not duplicated by any other manufacturer— 
Air-O-Flow construction—reinforced skeleton. 
Camco offers the dealer an exclusive pattern and 
patented process which has no competition. 
Ideal for misses and children. 










SWISS MESH TIES 


6418—Ecru Mesh—Brown Trim 
6414—Ecru Mesh—Green Trim 
6400—White Mesh, White Trim 
6403—White Mesh, Blue Trim 
6409—White Mesh, Red Trim 


Medium" Last only 









SWISS Tie 
x Low Rubber H, bo 
“a White Rubber So co 

SS = 4500—All White 

4503—White, Blue I; 
4504—White, Green Ir 


4508—White, Brown Trim 
4509—White, Red Trim RE 


a PF =OMISSES' AND CHILDREN'S $. 


4500—White, White Trim 
4508—White, Brown Trim Pe 


ret. 
cer 








MISSES’ AND CHILDREN'S 


4 6418—Ecru Mesh—Brown Trim 
6400—White Mesh, White Trim 















SWISS TIES 


Gay—colorful—smart—and cool—high style of the season. 
White, cool fabric upper colored Buckide trim and thong 
—colored welt to match. 

(1) As illustrated white rubber sole and popular ‘‘flats’” hee! 
(2) Also made with leather sole and high heel. 

(3) Leather sole and ‘‘flats”’ leather heel. 


Swiss Ties should be cleaned with liquid white cleaners. 


Can be sold, Women’s—$1.69 to $1.79 or more. 
Misses and Children like the grown Children’s and Misses’, $1.35 to $1 59. 

up styling of SWISS TIES like their 
mothers. Ideal for play and dress wear 


—Spring, Summer and Fall. Light, flex- CAM B R | D GE R UB B ER CO ° 


ible, cool and easily cleaned. LEATHER SHOE DIVISION 
ORIGINATORS OF STYLE FOOTWEAR 
748 MAIN STREET ® CAMBRIDGE, MASS. 


600 ATLANTIC AVE. 125 DUANE ST. 317 W. MONROE ST. B'WAY & PRINCE Sf 
BOSTON NEW YORK CHICAGO ST. PAUL 














































OOL AS AN ALPINE BREEZE—-FAST AS AN AVALANCHE 





BUCKIDE OXFORDS 


WITH PEASANT TONGUES 


UNLIMITED COLOR VARIETY WITH MINIMUM STOCK! 
EXCEPTIONAL PROFIT OPPORTUNITY ! 


,;UCKIDE OXFORD — made in White, Sand, Blue or Green. 
~ New spray vamp design. Crisp extension welt edges—new on 
i summer shoes. 
Positive, cool, summer comfort with the Air-O-Flow vents— 
and new, patent-applied-for, insulating Air-O-Flow Mid- 
sole, which permits flow of air under foot. Easily cleaned 


with soap and water—or liquid white cleaners. 
BUCKIDE OXFORD 
White Sole, White Heel 
3314—Green. 3311—Sand. 
3313—Blue. 3310—White. ( 
5S Tid Peasant Tongues. Packed 36 pairs fee 
of a color, or special sample Sl 
ber H box of 36 pairs of assorted 
aber Sol colors at six cents per pair. 
X/hite 
3hue Tr 
een |r 
Trim 


RETAILS FROM 
N'S $4 65 * $498 



















Peasant Tongues Buckide Oxford, 
retail at ten : 
cents per Leather Sole 
pair. 


3430—White. 3433—Blue, 





16/8 Spike Heel or 13/8 
High Heel—as below. 


On. 
hong 


heel 













rs. 
PEASANT TONGUE 
INTERCHANGEABLE 
supplied in six colors—White, Ecru, 
Blue, Green, Red and Dark Blue. 
Contrasted with basic shoe colors, 
5. the Peasant Tongue gives an unlimited 
RINCE 5 variety of color combinations. Also 


has the advantage of being reversible. 


oe Idea! for 
ee AND SUMMER 


i, Aer footwear 
ce Ba. 








Ole G2EREGs 
SHOES 


These modern SEWED SHOES 


reflect the insistent requirements 











of discerning women for foot- 
wear of dependable quality 


and comfort. 








Their popularity is recognized 
with continued enthusiasm by 
R-XoKoR Nato MMitehsUhachadUla-Tammeonate 


a-siell-a 


LITTLEWAY PROCESS COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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THE 


EDITORS 


OUTLOOK 


Stretch Out the Spring Season 


Has the Spring season been overstyled and over- 
played in the over-optimism of all industries affiliated 
with shoes? That is the question. Everyone looked 
at the calendar and figured that Spring was lengthened 
by the lateness of Easter. Few expected adverse weather 
into the middle of April. 

But Winter filled the very lap of Spring. So the 
retail shoe industry today finds itself pretty well loaded 
with a Spring stock and the merchant faces the problem 
of a Spring hang-over inventory. 

What to do with it? That is the question. The first 
impulse is to dive into clearance sales and move the 
goods at any price. The second impulse is to carry 
some stock over into Fall. 

May we make the suggestion that you try to prolong 
Springtime as far as possible. The Spring is only 
beginning; why date its end with Easter? Foot Health 
Week is April 22 to 27. Give it a strong push because 
it carries the merchandising merit of change of foot- 
wear with a change of season. It can be made more 
than just a Foot Health Week. It can be accelerated 
as a regular shoe week. 

Perhaps all the merchants in your community face 
a similar problem and they will agree to lengthen out 
the Springtime before plunging into sport shoe sales. 
Another week or two at retail, with regular Spring 
shoes, will do much to move the inventory. To rush 
now into Summer shoes with competitive eagerness will 
serve no good purpose because the Summer is long 
enough as it is. The thing to do is to get as much out 
of each season as is possible. 

It is obvious to the entire trade that white shoes 
are sure sellers any time they are launched. 

Why not accelerate the merchandising ability of the 
industry in moving current stocks, by united attempts 
to hold onto every precious day of Springtime? Then 
put into each day’s effort the sale of Spring shoes 
through publicity, through promotions, through P.M.’s, 
through sales perseverance. To carry over perishable 
merchandise is uneconomic. Many of these Spring 
shoes have been overstyled. Many weird and involved 
patterns have been created and good taste has been a 
minus quality in many of them. All the more reason 
why the efforts of the industry should be to move 
shoes in season. If weather spoiled the pre-season let 
more favorable weather prolong it. 


MME le den- oe 


EDITOR—BOOT AND SHOE RECORDER 


We manufactured last year as many pairs of shoes 
as were manufactured in the peak year of 1929. It is 
true that there are more people in ’35 than there were 
in ’29—so that the ratio of pairs is not the same. The 
shoe industry has shown great courage in buying plenty 
of shoes in view of the financial condition of the coun- 
try. These shoes need to be consumed. People are 
not growing more than a pair of feet per person. In 
fact, there are a little less than two feet per person in 
the United States. Millions of people are not in a 
financial position to buy their full quota. But there 
are enough people, who are able to buy, to absorb the 
Spring shoes of a nation. 

The American public is most receptive to shoes. 
With the right sort of weather, the public would pur- 
chase these shoes in season. Some of the chain organi- 
zations have been hurt most by the weather because 
they played large Spring stocks in the hopes of increas- 
ing volume. Small merchants, with limited buying 
capacity, played a cautious Springtime and though they 
may not be having inventory troubles, they are having 
cash register troubles through lack of sales. So one 
may be as badly off as the other. 

Sub-normal sales the past few weeks in the majority 
of shoe stores the country over merit a unified effort to 
prolong Springtime as many days as_possible—with 
extraordinary selling effort in every store. Certainly 
no one could have anticipated weather conditions. Mis- 
takes have a habit of showing up when volume lessens. 
An extra spurt of business on Spring shoes the next 
ten days might clear retail shelves of the surplus. 

So let’s put all effort in that direction. The thing to 
do is to get the most out of each season and it is well 
to remember that saying when Summer comes around, 
for whites can be sold right up to August 15. One of 
the great errors of merchandising is as much in “cut- 
ting-off-the-end-of-the-season” as it is in anticipating a 
new season. Let’s see what can be done to stretch out 
the Spring season. 
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THAT HELPS YOUR 


LEDGE GOODYEAR WINGFOOT— 
gives rugged service. Non - skid 
cups. Nails down flat. Swagger 
campus style — popular with 


younger people 





VERY ONE of the FOUR handsome 
heels shown here carries the same 


name —a name that people know —THE 
GREATEST NAME IN RUBBER! 





STANDARD GOODYEAR WING- 
FOOT—world's most popular, and That’s why more people are walking on 


senate Seek anenaee Goodyear heels than on any other kind. 
eatin esi That’s why Goodyears are the largest- 
selling heels in America—because people 
know the name is definite proof of extra 


shoe value and comfort. 








THE GREATEST NAME 


MORE PEOPLE WALK ON GOODYEAR = WINGFOOT HEELS THAN ON ANY OTHER KIND 
When writing advertisers please mention Boot and Shoe Recorder es, 
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And now Goodyear has purposely made 
it easier than ever for you to satisfy the 
tastes and desires of those customers 
who prefer to walk on rubber, by offer- 
ing not one but FOUR great new heels, 
built to suit every type and style of shoe. 


Why not let the power of this outstand- 
ing Goodyear name back up the name on 
your shoe? Why not use two good names 
—two talking points—to help your sales? 


NIV 
sHOE SALES 


CUSTOM GOODYEAR — 
corrugated non-skid face. No 
nail holes. A de luxe heel in 
every way for your finest shoes 


WINGFOOT 


RIBBED GOODYEAR WING- 
FOOT—neat, sophisticated, 
modern. Smart streamlined 
tib design gives added style 


HEELS 
AND 


SOLES 





When writing advertisers please mention Boot and Shoe Recorder 
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National Shoe 


FOUNDED 1912 





"An Association Serving the Best Interests of the Retail Shoe Trade and the Industry in its Entirety" 





Shoe Men Are Heading for the Style Round-Up 


N.S.R.A. Style Conference expected to bring capacity audiences to the Waldorf 
Astoria Hotel in New York City on April 29th and 30th, when leading tanners, promi- 
nent manufacturers, and progressive retailers get together to predict fashions in 


LREADY hundreds of letters have been received at 

the Retailers Association Headquarters voicing the 
belief that the Fashion Clinics of the N.S.R.A. are its 
greatest contribution to the industry. To a man these 
messages say: “I’ll be there!” Every shoeman in the 
country should take the hint and “be there!” It is an 
opportunity for every man to profit in knowledge in 
preparation for future profits in dollars. 

One big merchant says: “I cannot afford not to be 
there. The styles forecast is my shoe buying guide in 
the months to come. The news and opinions that I hear 
are invaluable.” If it is necessary for the big merchant 





ae 




























to be there, the little merchant has got to be there if the 
black curve of business profit is to climb upward. There 
is no better evidence of the importance of this styles con- 
ference than these significant statements by progressive 
shoe retailers: 


Harry Si_ver—O’Connor & Goi_pperRG—CHicaco, ILLINOIS 

“THE style conferences that I have attended in the past have 
been very beneficial because you get a clear-cut picture of what 
other merchants in other cities are doing, and what their trend 
of thought is for the next season. I have always been able to get 
some information which has made my trips to these conferences 
worth while.” 


Davi JosePHSON—LILLIAN CHARM INC.—TRENTON, New JERSEY 


“SINCE style in footwear has become one of the most important 
factors in successful shoe distribution, the N.S.R.A. style confer- 


footwear for Fall. 





ences are a clearing house for-the proper guidance and control of 
style and successful shoe merchandising.” 


Georce N. GeuTING—GEUTING’S—PHILADELPHIA, Pa. 


“IT is the outstanding benefit that I have received from my con- 
nection with the National Shoe Retailers’ Association.” 


B. W. Cuitps—TuHomas S. Cuitps—Ho.yoke, Mass. 


“WE have found the style conferences sponsored by the National 
Shoe Retailers’ Association to be very helpful to us in making our 
plans for the coming season. ‘We feel these conferences, because of 
the manner in which they are conducted, to be one of the most 
worthwhile activities in our association, and we are sure the coming 
conference will be no exception.” 


Owen W. MetTzGER—WETHERHOLD & METZGER—ALLENTOWN, Pa. 


“THESE conferences are always effective through the interchange 
of ideas. Fashion tendencies for the season ahead are usually the 
fashions accepted by the clientele generally. A completed style 
conference sheet is a strong buying record to follow.” 


Burt J. GospeER—Gosper-KELLy, INc.—Etmira, New York 


“THESE conferences are of great value. One gets a cross-section 
of differing views, and out of these many ideas comes a foundation 
for final good judgment.” 


MatrHew A. Connon—Jas. F. Connon & SoNs—CHARLESTON, 
Ss. C. 

“THE report of the seasonal style conference of the National 
Shoe Retailers’ Association is of untold value to shoe retailers of 
all classifications (small or large) as a buying guide for the fol- 
lowing seasons—of course, those who attend the sessions of the 
conference get the greatest benefit, as they see and hear at first 
hand the discussion of trends.” 


Murray ScHott—Jutius GrossMAN SHors—New York, N. Y. 


“AS an old-timer, in point of years, I have witnessed the increased 
interest in styles conferences. I know these meetings are regarded 
by the leading retailers throughout the country as of great impor- 
tance, and are of immeasurable assistance in helping them make 
their next season’s leather and color decisions.” 


Ernest J. SMITH—JOHN WANAMAKER—NeEw York, N. Y. 

“THE aggressive shoe buyer cannot afford to miss the styles 
conference because, first, he learns what is going on elsewhere in 
his line; second, he helps stimulate the value of style merchandise 
that spells more pairs, and, third, he secures first-hand information 
about the clothing tie-up.” 








The N.S.R.A. Style Conference is a great contribution toward anticipations in manufacturing and efficiency in retailing. 
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Service Center—3022 Empire State Building, New York—John J. Holden, Manager 





Tanner's Council and the N.S.R.A. Cooperate for Conference 


New York City will welcome producers of leathers and footwear, when the National Shoe 

Retailers Association holds its Style Conference for the Fall and Winter of 1935-6. The 

Men's, Women's and Juvenile Style Committees will formulate a fashion forecast for 
the coming season. 


Read what these leading shoe retailers have to say 
about the N.S.R.A. Styles Conference! 


R. W. Groves—JUVENILE SHOE StorE—WASHINGTON, D. C. 

“I consider your styles conferences very helpful to a buyer in 
deciding what styles and colors should be adopted. These confer- 
ences give you consolidated ideas from all sections of the country.” 


Harry A, Gisson—Wm. HENGERER Co.—BurFrFALo, N. Y. 


“EXCHANGE of ideas with America’s leading shoe merchants 
and buyers, noted women stylists, shoe manufacturers, tanners, 
leather and fabric firms at these important conferences, force im- 
provement of one’s style-conscious mind, leading to better judgment 
in buying and easier selling with more profit and better turnover.” 


S. J. Brouwer—S. J. Brouwer SHoE Co.—MILwAvuKkeeE, Wis. 

“YEARS gone by there was a conflicting of various individual 
opinions with no authority behind any one of them; we have now 
reached the place where the many style and color experts have 
focused their combined thinking to evolve a constructive plan 
for the good of all the shoe stores. This cooperative movement 
is becoming more valuable each season.” 


ArTHUR E. Esss—Swore SHOE Comrany—Sr. Louis, Mo. 


“I think style conferences are wonderful things for the shoe busi- 
ness. Every time I attend one I get a great deal out of it.” 


TIME-TABLE 
Monday, April 29th. 


10.15 A.M. Opening session followed by the Separate Con- 
ferences by the Men's, Women's and Juvenile Committees. Prepara- 
tion of fashion Forecast. 


Jade Room, 3rd Floor, Waldorf Astoria Hotel. 


Tuesday, April 30th. 


10.15 A.M. General Styles Meeting. Fashion Forecast for Fall 
by experts in the apparel and shoe industries. 
Starlight Roof, 18th Floor, Waldorf Astoria. 


What is Style? 
What is Fashion ? 


T the recent retailers’ convention, Dr. Paul Nystrom, maes- 
tro of merchandise behavior, made a few statements 
which will facilitate discussion at the style conference. 

“Style is that quality in merchandise that appeals to taste. 
Some styles are attractive; others repel us. Some styles that 
were very satisfactory a few years ago are impossible today. 
So there are styles and styles. It may be helpful to our dis- 
cussion, right here, to lay down two or three elementary defi- 
nitions, so that there may be no misunderstanding as to what 
we are talking about. 

“ Style,’ as applied to shoes, or any other goods, comprises 
their esthetic or artistic qualities. This includes their color, 
lines, detailed design and other factors that affect their ap- 
pearance on the feet. A particular style is a distinctive artis- 
tic expression or development sufficiently characteristic to be 
recognized if seen again. Some styles are so dominant and 
so frequently repeated as to bear names, usually connected 
with the historic periods in which they originated, as, for 
example, Colonial, Louis XV, Empire, Regency, Restoration, 
Modernist, and so on. 

“A ‘fashion’ is a style popularly accepted. A style is a fact 
of art. A fashion is a fact of social psychology. A fashion is 
always based on a style, but not every style is a fashion. In- 
deed, very few styles ever become fashions. A style may come 
into fashion and then pass out as a fashion, but it still remains 
a style. Some styles come back into fashion again and again. 
Thousands of styles never become the fashion. They are never 
accepted.” 





The matters discussed on these pages are solely the expression of the National Shoe Retailers Association. 
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ADS ARE SAYING 


Shoe Promotion Reaches Season's Peak 






As Stores Play Up Footwear for Easter 
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Tuis is the time when retail shoe advertising hits its 
peak for the Spring season, and, judging from the 
generous way in which shoe stores, apparel shops and 
department stores are making use of newspaper space 
to promote Spring and Summer footwear, the volume 
of shoe advertising in 1935 will reach a new high, at 
least by comparison with the other years since 1929. 
And never has the shoe advertising appearing in papers 
the country over been so attractive in appearance and 
so enticing in its sales appeal. 

The wide variety of styles and types of shoes that 
are on the market now and the still greater variety to 
come, as Summer footwear and warm weather special- 
ties come into the picture, gives the advertising man a 
wonderful opportunity to create attractive layouts and 
embellish his ads with illustrations that serve, not 
merely to adorn the copy, but to reinforce its selling 
message. With the new flat heel types of shoes that 
are being featured so prominently at the present time, 
the sandals and beach footwear that will be coming 
along a little later, the whites and white combinations 
and the multitude of specialty shoes designed for sports 
and recreation, the picture is comprehensive and color- 











ful enough to give the shoe artist a wide scope for the 
exercise of his imagination and creative instinct. And 
with style to the forefront, as it will be this season, 
there can be no doubt that pictures will play a most 
important part in shoe selling. 

Weather to date has been unfavorable in many locali- 
ties for the sale of Spring shoes, but with the season 
already well advanced, Easter business should mark 
the beginning of a period of marked activity in retail- 
ing, which most qualified observers believe will con- 
tinue through the Summer. With the near approach of 
the time when almost five billions of dollars will be 
poured in to the channels of business and employment 
through the government’s vast public works program 
—a project that staggers the imagination and that sur- 
passes any previous peacetime undertaking of any 
government in the world’s history——and with business 
and employment already showing an upward trend 
which can hardly fail to be accelerated as government 
spending is increased, it is reasonable to anticipate a 
further improvement in the volume of retail shoe sales 
in most communities during the rest of this year. 

[TURN TO PAGE 62, PLEASE] 
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Here comes an army of Nettleton prospects marching straight 
to Nettleton stores! 

. .. via the classified telephone book. 

Get your share of this business. List your store under 
the Nettleton brand name in your classified directory. Pros- 
pects then simply look for the brand name and are directed 
to your store. You cash in on Nettleton advertising, on 
Nettleton prestige. 

A break for Nettleton dealers, indeed! Nettleton pro- 
vides this service on a cooperative basis. For only a few 
cents a day you get representation in every telephone home 
in your community. Ask Nettleton for full information. 


Many manufacturers check substitution and 
increase sales by using “Where to Buy It”. .. by 
directing prospects to authorized dealers. Let 
“Where to Buy It” help increase the effective- 
ness of your advertising... make more sales 
for you... keep your dealers better satisfied. 


Identify your 
dealers in this 
way. 


_____as_eaaae 


ORY 
CLASSIFIED TELEPHONE DIRECT 
es-Retail- (Cont'd) 

NETTLETON SHOES 
"TRADITIONALLY 


Sho 


of 
avarice ty 

Made Nettleton lasts ond 

expertly fired bY 

listed below: 


“wHERE TO $0 uth-5540 


AT tantte-7428 
ipper Shop 518 AT lantic-9) 
maces Serra NIE 25°" ** A lame 6056 


Nettleton recommends this type of dealer identifi- 
cation to Nettleton deaiers, pays part of the cost 


AMERICAN TELEPHONE & TELEGRAPH COMPANY 


Trade Mark Service Division 


311 W. Washington, 
Chicago (OFF 9300) 


195 Broadway 
New York (EX 3-9800) 


When writing advertisers please mention Boot and Shoe Recorder 
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T. A. CHAPMAN .. . . . MILWAUKEE 

















The Sandal Corner: devoted to an exclusive 

Sandal Shop, indirect lighting and open cases 

and storage space for sandals are features of 
this layout. 


In keeping with a desire to provide the latest and best 
in fashions, T. A. Chapman Co., Milwaukee, Wis., de- 
partment store, opened a new shoe salon on the first 
floor March 18. Simplicity and beauty have been com- 
bined in fixtures and furniture to make the department 
one of the finest in the midwest for exclusive shoes. 
A home-like atmosphere was achieved by doing away 
with rigid chairs, using comfortable furniture, settees 
and stools. A color scheme employing turquoise blue 
and white against walnut paneling was incorporated 
into the department. Seating accomodations for 80 
are provided, with plenty of room to walk around. 


NEW 
SHOE SALON 
IN 
MILWAUKEE 


The salon is modern but not modernistic. The 
officials desired to create a department rich in effect 
and yet with the simplicity of a well-decorated home. 
Appealing largely to a clientele from the better class 
of homes, store officials wanted the setting to be that 
to which exclusive society in Milwaukee was accus- 
tomed. 

All stock is out of sight behind wall panels. Suf- 
ficient storage space for 18,000 pairs of shoes has been 
provided by shelving, with an index system enabling 
instant locating of any shoe, size or type in stock. 
Shelving on the east side of the salon is set parallel 
with the walls in a narrow aisle running the complete 
length of the department. The west side of the salon 
has shelving set at right angles to the wall in the form 

[TURN TO PAGE 46, PLEASE] 


A home-like atmosphere is achieved by the use of comfortable chairs, settees and 
stools. The general color scheme: turquoise blue and white against walnut paneling. 
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THERE’S CLOSE 
RELATIONSHIP 


BETWEEN FINE 
From 1840 Kistler “BENCH BRAND” Leather 


FOOTWEAR AND Soles have protected the interests of many in the 
FINE LEATHER yy industry . 


0] i 











Shoe buyers are justified in believing that if 
a shoe carries the well known and highly re- 
garded Kistler “BENCH BRAND” leather 
outsoles, there is reason for favoring its pur- 
chase. When skill in shoemaking joins forces 
with the skill responsible for “The Finest 
American Tannage,” the resulting product 
must be desirable. 
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The Diversified Steps of Fashion Lead to Perfection of Chic in 
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NEW SHOE SALON IN MILWAUKEE 


[CONTINUED FROM PAGE 44] 
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of continuous “E”’s. Entrance to the 
stock space is provided by a series of 
archways in the wall paneling, each 
archway draped with blue velour. 

Unique in the planning of the stock 
room was the construction of shelves 
so that they are one-half inch shorter 
than the length of the average shoe 
box. This permits the box to overlap 
the edge of the shelf and enables clerks 
to remove boxes instantly. 

At intervals along the panelled walls 
of the salon are brilliantly lighted re- 
cessed sections which are used to dis- 
play new models of shoes. These dis- 
play cases have no glass in front of 
them. All stock on display is avail- 
able for examination. 

“The reason we do not use glass in 
the display cases is because we want 
the customer to feel she is near the 
merchandise,” F. J. Moncey, merchan- 
dising manager of the shoe salon, said. 
“We want her to feel she can pick up 
any shoe which attracts her and look 
at it more closely. Women are afraid 
of glass. We have only one glass show- 
case in the entire department and that 


is along an aisle well-traveled by 
shoppers from the rest of the store.” 

One corner of the salon is devoted 
to an exclusive sandal shop. Here, 
under well arranged indirect lighting, 
new sandal creations are displayed. 
No glass separates the sandals from the 
shopper. Storage space for sandals is 
available behind the display cases and 
separated from the regular shoe stocks. 
The location of the sandal shop may 
be used in the late Summer and Fall 
months for other creations besides 
sandals, store officials said. 

Maintaining an exclusive shoe salon 
presents problems not encountered in 
popular-priced shoe departments, Mr. 
Moncey said. The volume price range 
in the new department runs from $8.50 
to $14.50. Lower priced shoes and the 
men’s shoe department are maintained 
in the basement of the department 
store. 

The shoe salon is exclusive outlet 
for Laird-Schober, Rice-O’Neill, E. P. 
Reed Matrix and Collegebred, Tupper, 
Inc., sandals, and Amalgamated Leather 
Co. kidskin shoes. Exclusive represen- 





1935 
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tation in Milwaukee of those lines gives 
Chapman’s a cultural advantage, Mr. 
Moncey said, besides enabling it to ap- 
peal directly to the better class of 
trade. 

“We believe in fashion—in doing a 
quality job,” Mr. Moncey said. “We 
make it our business to be the first to 
show the new, the smart, and the dis- 
tinctive. Our newspaper advertise- 
ments have a dignity and chic which is 
distinctive in itself. We are thorough- 
ly sold on newspapers as the best 
medium to tell our sales story. 

“Good merchandising—careful mer- 
chandising—a program of promotions 
stressing the importance of selling on 
a fashion basis, together with a service 
in keeping with the fine grades of mer- 
chandise handled, and a special inter- 
est in our customers’ needs has largely 
been responsible for the reputation 
established by T. A. Chapman Co. in 
the 77 years it has been in business.” 

Throughout the past six years the 
shoe department has reported a steady 
increase in business. In spite of sell- 
ing high-priced lines, the department 
has had a dollars and cents increase 
nearly every month throughout the de- 
pression years, Mr. Moncey reported. 

In addition to newspaper advertis- 
ing, telephone solicitation is resorted 
to by diplomatically trained clerks to 
inform society leaders of the arrival 
of new styles. Such solicitation must 
be made so that the customer believes 
she is receiving a real service, not so 
that she is annoyed, Mr. Moncey said. 
All purchases made through the de- 
partment when a customer visits the 
store are entered on a record which 
acts as the source for the telephone 
solicitation. 

Some direct mail advertising is used 
to supplement the other promotions 
and special window displays are 
arranged. 

The sales organization in the shoe 
salon has been carefully selected and 
trained. Women clerks are employed 
to a greater extent than men. Sales 
meetings are held three times a week, 
with stress laid on how clerks can sell 
fashion. They are taught how to 
dramatize fashion; are told to read 
class magazines to watch trends and 
styles; and whenever a new style of 
shoe is introduced into the Milwaukee 
market to tell the customer about it 
in such a manner that she will be re- 
ceptive to it. The department makes 
a definite effort to order new style 
shoes before they become popular in 
other sections of the country. In some 
instances test campaigns on reception 
of certain designs have been conducted 
through the store. 

Assisting Mr. Moncey are F. F. 
Dickelman; Frank Bickle, assistant 
buyer, and Hugo Weber, in charge of 
displays. 

The installation of fixtures and fur- 
niture in the new salon was by the 
Grand Rapids Store Equipment Co. 
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_STYLE 0086 
White Buck and Black Calf 


STYLE 0085 
White Buck and Tan Calf 


AA to D 
6 to 11 
IN STOCK 





MPORTANT in the Stacy-Adams line are the spectator sports numbers, one of which is illus- 

trated above. Such specialized shoes are extra sales builders to the retailer because they appeal 
strongly to men who can afford an adequate shoe wardrobe. And, because most men select their 
sport shoes with an eye to the evidences of fine leather and expert craftsmanship. 


The Stacy-Adams In-Stock line meets every requirement of pattern, last or leather in the $12.50-and- 
up retail range; is completely serviced with newspaper, display and direct mail materials. A copy 
of our new catalog will be sent on request. 


BROCKTON 


STACY-ADAMS CO. = "i 
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BLUE SHOES 


LOOK EVEN BETTER 





PROTECTED BY AMERICAN Shoes AND FOREIGN PATENTS 





BLUE KID PUMP BY ENDICOTT-JOHNSON; IN-STOCK; SBICCA 
PROCESS; PRICE $2.60. DISPLAYED ON FLEX-TO-FIT 


There are going to be a lot of Blue shoes sold 
this Spring. Fairy Forms will give these shoes 
that final touch of style and smartness which 
will enable you to sell them more easily. They 
will look trim and distinctive in your windows 
or on your counters. Use Fairy Forms and sell 
more than your share. Remember—There is a 
Fairy Form for every type of shoe, and they 
come in all the popular colors. 


SHOE FORM CO., Inc. 


AUBURN, N. Y. 


Manufacturing Branches 


United Last Co., Ltd., Montreal, Canada 


Melbourne, Australia Mexico City, Mexico 
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Southern California 
Shoe Notes 


Los Angeles Convention Plans 


Los ANGELES, CaLir.—Plans are rapidly being ham- 
mered into shape for the convention of the California 
Shoe Retailers’ Association, to be held at the Biltmore 
Hotel here, June 10 to 12 inclusive, according to Henry 
Wetherby, convention chairman. 

Due to the fact that southern California is experi- 
encing the most prosperous year since 1930, it is con- 
fidently expected that this will be the largest and most 
successful shoe retailers’ convention ever held in the 
West, Mr. Wetherby states. 

Retailers from the entire southwest territory, in- 
cluding California, New Mexico, Nevada, Arizona and 
western Texas, are expected to be in attendance, and 
it is thought that the number of manufacturers placing 
displays will set a record. 

“Inasmuch as all authorities agree,” says Mr. 
Wetherby, “that the so-called cattle and mining states 
are experiencing somewhat of a boom, this means that 
retailers from those areas will be at the convention with 
plenty of money to buy new merchandise.” 


Costs to Be Small 


Costs will be small compared with past years inas- 
much as manufacturers will be charged only for the 
display rooms used and due to the fact that special 
hotel and railroad rates have been arranged for. 

All entertainment and incidentals at the hotel will be 
supervised by the Baron Long organization, famous 
the country over for the ease and expedition with which 
it handles conventions. Mr. Long, hotel man and 
sportsman, has an international reputation as a host. 


Weak Ahead of Convention in North 


The convention has purposely been dated one week 
ahead of the convention for the northwest section of 
the country to be held at Portland. This will make 
it very convenient for manufacturers to attend both 
events, it is pointed out. 

It is expected also that the World’s Fair at San Diego, 
which opens its gates May 29 and which will be getting 
under way in good shape at the time of the convention 
here, will have the effect of increasing the attendance. 

In general charge of publicity is Mr. Kennedy, ad- 
vertising manager for the Wetherby-Kayser Shoe Co.; 
while reservations are being made through Ashton 
Castle at the Biltmore Hotel and through William 
Joyce, head of The Pasadena Slipper Co., at Pasadena. 

Program details have not as yet been completed, but 
Mr. Wetherby hopes for as many as 1000 retailers to 
be in attendance. 

This convention will be the first one in several years 
held in Los Angeles by the retailers, and every effort 
will be made to make it a success. 











BOOT AND SHOE RECORDER, April 20, 1935 


Shoes to Match Costume 


PasaDENA, CaLir.—Huggins, classic Pasadena shoe 
store, is finding an ever-increasing demand for shoes 
made to special order matching costumes. 

Women in increasing numbers are saving pieces of 
suiting after suits and heavier dresses have been made 
to be used for shoes and bags. One popular material 
for this purpose is grey flannel. The demand for grey 
flannel for special orders has been so promising that 
the store has seen fit to place a stock order for grey 
flannel shoes. : 

Next in popularity for special orders is tweed. 

Patterns in special orders are as much the work of 
the customer as of the merchant, Ted Huggins finds, 
for women desiring shoes to match costumes have, as a 
rule, rather definite pattern ideas in mind which can 
be worked out readily by the customer and the mer- 
chant. A special order customer, when pleased, is very 
apt to become a permanent customer, Mr. Huggins 
states, as this service has a special flavor to it usually 
much appreciated. 


Intriguing New Styles 

Los ANGELES, CaLIr.—A very new and intriguing 
number shown at the May Co. in the fine shoe depart- 
ment on the street floor is a black, or navy blue gabar- 
dine belted oxford with matching patent trim. An out- 
standing feature is the strap and artistic buckle. This 
number also comes in white buck with clay brown calf 
trim. Clay brown trim is having a vogue. 

Another number that is taking the crowd by storm 
is a white-belted oxford with spiral type clay brown 
calf trim across the vamp. This also has the wide strap 
and artistic buckle. This number also comes in blue 
and black. 

There has been an increasing demand since the 
weather warmed up for a new chamois number with 
a brown trim, the trim being generously stitched with 
thread matching the chamois. This number is most 
popular in a tie. 

John Knudsen reports a sizable demand for a fine, 
all-custom welt, lightweight calf, three-eyelet oxford in 
blue with a gray inlay supplying the decorative effects. 

Practically all of these numbers are priced at about 
$15, and most of them have the continental heel. 


C. H. Fontius Moving 


Los ANGELES, CaLir.—Clarence H. Fontius, proprie- 
tor of the Cantilever Shoe Store at 728 S. Hill, is mov- 
ing that store, which has always occupied an upper 
story location, to a street location at the same address. 
The new room, when ready for occupancy, will present 
an artistic appearance and rank as one of the finer 
corrective shoe stores of the city. 

Mr. Fontius, who is secretary of the Los Angeles 
Shoe Dealers’ Association, also operates the Ground 
Gripper Shoe Store at 726 S. Olive Street. 








Chis Line is 


COMPLETE 


*IN WEAVE *IN PATTERNS 
*IN SOLID COLORS *IN PRICE RANGE 
*IN SERVICE TO STORES 


More than 50 years devoted to the weaving of soft floor 
coverings enable the Mohawk Carpet Mills to offer the 
most complete service available to store executives. 

Your needs may run from solid-color Broadlooms, 
which Mohawk offers in 27 colors, to patterned carpets 
and rugs, which Mohawk offers in hundreds of lovely 
designs. 

In weave, too, which largely determines price, Mohawk 
makes whatever you desire. No other manufacturer 
makes so complete a variety of domestic weaves. 

And, finally, an experience with thousands of store 
installations enables us to cooperate intelligently with 
store executives and architects in solving floor covering 
problems. Our Advisory Service is without charge. 

Note the special offer of the valuable Mohawk “Hand- 
Book of Rugs and Carpets”, sent to store executives 
on request... Let us cooperate whenever you have a 
floor covering problem. Wire us collect for a Mohawk 
representative to discuss your problems with you. 


FREE TO STORE EXECUTIVES 


The Mohawk “Hand-Book of Rugs and Carpets” is con- 
sidered by the industry to be one of the most thorough 
and valuable books on soft floor coverings. Contains 
chapters on the proper selection of floor coverings, quality 
and how to measure it, on economy, on the best use for 
each of the weaves, and a discussion of each of the weaves 
in layman’s language, on the care of floor coverings — 
what to do for crushed pile, how to remove grease spots, 
what to do for holes and burns. Costing thousands of 
dollars to compile and publish, this book is yours 
free. Write for it today on your executive letterhead. 











MOHAWK CARPET MILLS 


GENERAL SALES OFFICES: 295 FIFTH AVENUE, NEW YORK 


Regional Sales Offices 


Atlanta’ Boston Chicago Dallas Denver Des Moines Detroit 
High Point Los Angeles Philadelphia San Francisco Seattle St. Louis 


1935, Mohawk Carpet Mills, Inc. 
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Speed Is His Business 


Making Fine Shoes Is Ours 

























Hanan has always believed that re- 
finements in lasts and patterns in 
footwear come from the made-by-hand 
departments. 









That is why the Hanan custom depart- 
ment is the spearhead of our research 
efforts. 









Custom principles... generations of ex- 
perience, skill and knowledge ... all 
contribute to the creation of the lasts 
and designs of Hanan Shoes. 


— 2. ae ak a 












Priced to meet the swing back to 
quality, the new Hanan line is now 
being shown by Hanan salesmen. It 
will pay you to see the new models... 
and to discover the Hanan secret of 
making lifetime customers. 


To Retail at $10.50 
or Higher 


core ws mm 









Os Roanwecac-: 
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QUALITY, LIKE CHARACTER, ENDURES 


HANAN & SON 










Executive Offices: Factory and Stock Department: 4 
1328 Broadway 671 North Sangamon Street b 
New York Chicago, Illinois el 
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What's Doing In the Shoe World 
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Saks Holds Style Show in Chicago 


Models Display Season's Newest Shoe Styles on Stage in Women's 
Third Floor Shoe Salon 


Cuicaco — Saks Fifth Avenue 
brought out something new in the way 
of style shows April 10. A stage was 
erected on one side of the third floor 
women’s shoe salon. A light colored 
curtain hung from the top to within 
knee height from the platform, the 
floor of which was even with the eyes 
of guests sitting in comfortably uphol- 
stered chairs. The curtain was split 
at the center of the stage. The models 
filed behind the curtain, permitting the 
guests a full view only of the footwear 
and hosiery. One model, dressed in the 
latest costumes to fit the style of shoe 
being modeled, stood in full view in the 
space between the halves of the split 
curtain. This model then walked 
through the salon. Each showing was 
an ensemble of styles of one type, 
mostly all in the same color scheme. 

The show started with the boudoir 
slippers, mules, etc., and followed up in 
order with spectator, sports, street, 
cocktail and formal evening footwear, 
then back to boudoir shoes. 

Perhaps the outstanding shoe ex- 
hibited was the new sandstone, a ruddy 
tan, mannish shade to harmonize with 
the current popular blue, beige and 
brown suit ensembles. They were 
shown in all the latest oxfords, wide 
straps, T-straps and bow pumps. The 
nine models showing on the stage at 
one time produced a pleasing effect of 
soft-tone color, 

The Fenton sandal of antelope skin 
and peasant cloth is designed especial- 
ly for the sudden change from the high 
heel of Winter to the low heel of Spring 
and Summer. The upper is soft and 
pliable, built to a rigid, sturdy shank 
and a semi-rigid arch for the support 
of the body of the foot. This is a 
low last model with eleven eighths heel 
of sturdy construction. 

An interesting number is the hand- 
crotched enamel cord sandal of Italian 
design. This model has no counter or 
boxing. It has an open shank, with 
eleven eighths durable heel. 

The last word in novelty is the heel- 
less Fenton of low last, of the mesh 
type, with Egyptian petal toe and 


vamp. It is made without counters and 
the shank and sole are of sturdy build 
and weight. These are black with all- 
over silver piping. 

The credit for this unique show goes 
to Benjamin D. Groutch, the manager 
and buyer. It is said to be the first of 
its kind to be staged in Chicago. Mr. 
Groutch employs two models through- 
out the year to model shoes especially 
for customers desiring to see the 
effect of certain shoes in combina- 
tion with the different types and colors 
of gowns and suit combinations. He says 
definite sales results can be traced to 
the use of this method of exhibiting 
shoes. 

Several combinations of blue and 
black models with trimmings of white 
were exhibited during the show. Mr. 
Groutch says he sees a decided swing 
in popularity to this type of white and 
color combinations. It is a reversal of 
the general rule of evenly divided two 
tones, with the white prevailing. The 
new order, he thinks, in which white is 
used largely for trimming, will become 
increasingly popular after a season or 
two. 

In the more conservative blue, brown 





DATES TO REMEMBER 


National Foot Health Week April 22-27 


N.S.R.A. Styles Conference and Tanners 
Council Fall Opening, Waldorf-Astoria 
Hotel, New York April 29-30 


California Shoe Retailers' Association 
Convention, Biltmore Hotel, Los An- 
geles June 10-11-12 

Illinois State Shoe Convention, Leland Ho- 
tel, Springfield, Ill June 16-17-18 

Ohio Retail Shoe Dealers Association 
Annual Convention, Carter Hotel, 
Cleveland, Ohio June 16-17-18 

Pacific Northwest Shoe Retailers Associa- 
tion Annual Convention, Multnomah 
Hotel, Portland, Oregon....June 17-18-19 

Boston Shoe Fair, Hotel Statler and 
Copley Plaza July 8, 9, 10 

Michigan Retail Shoe Dealers Association 
Convention, Detroit...Jan. 12-13-14, 1936 





and black straps and pumps several 
models were shown of kid toe, vamp 
and counter, with fabric upper. The 
kid furnishes the bright colors and the 
fabric the dull. “A beautiful combina- 
tion,” Mr. Groutch says, “and one in 
my opinion that will continue in popu- 
larity through the Fall and Winter 
seasons.” 

Fabrics, in all grades and models, 
continue to form a good percentage of 
the sales volume at Saks Fifth Avenue. 
They replace the suedes to a consider- 
able extent and help make the foot look 
smaller, Mr. Groutch says. 


Tanners Meeting 
Follows Leather Show 


New YorK—The Executive Com- 
mittee of the Tanners’ Council of 
America has fixed May-1, immediately 
following the Official Opening of 
American Leathers, as the date for the 
Spring meeting of the council. It will 
he held at the Waldorf-Astoria, New 
York. Because many tanners will be 
compelled to spend two days at the 
Leather Show, the committee is re- 
stricting the program to Tanners’ 
Council business matters and confining 
the sessions to one day. It is the in- 
tention, however, to make the annual 
meeting in October a full two-day ses- 
sion with several outside speakers. 

The Board of Directors of the 
council will meet at 7 p.m., Tuesday, 
April 30, at the Waldorf-Astoria. 

The following program has been ar- 
ranged for May 1: 


9 a. m.—Registration 
10 a. m.—Membership Meeting 

Percival E. Foerderer, Chairman of the 
Board, Presiding. 

Reports of Council Officials. 

General Discussion of Current Problems 
(NRA, Drought Hides, etc.). 

1 p. m.—Luncheon 

Open to Allied Trades. 

Strickland  Gillilan, 
Speaker. 

2.30 p. m.—Group Meetings 

Bag and Strap, Arthur C. Utrecht, chair- 
man; Calf and Kip, Victor G. Lumbard, 
chairman; Fancy, George B. Bernheim, 
chairman ; Goat and Cabretta, Harold Con- 
nett, chairman; Harness, George E. Scholze, 
chairman; Sheep and Glove, Willard Hel- 
burn, chairman; Sole and Belting, Joseph 
J. Desmond, chairman; Upholstery, Sher- 
wood B. Gay, chairman; Upper-Eastern, 
Willis E. Thorpe, chairman; Upper-West- 
ern, Marcus C. Weimar, chairman. 


Members attending the Spring meet- 
ing, as well as the Leather Show, are 
entitled to special railroad rates of a 
fare and one-third for the round trip. 


Humorist, Guest 
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Spring Shoe Trends in Los Angeles 


Los ANGELES, CALIF.—Gude’s, Inc., 
goes into the Spring season with kid- 
skins naturally enough first in grace 
as the material for street and every- 
day dress shoes, the big end of any 
real shoe store’s business, but gabar- 
dines, linens and kindred fabrics are 
good runners-up. All-over patent for 
sandals of the dressier character has 
shown a lot of pep, a surprising amount 
of pep. 

Grain leathers have the edge on 
things among active sports, but there 
is an insistent demand for the extreme- 
ly coarse fabrics for the same purpose. 
In the field of spectators and non-active 
sports buckskins, gazelles, etc., are 
O.K. and suedes have place. 

Both these pictures will change 
slightly as the season advances into 
much warmer weather, kid in dress 
shoes yielding to the lighter buckskins 
in white. 


Ties in the Lead 


One, two and three-eyelet ties are 
well in the lead for general street 
and dress wear. Sandals reflect sim- 
plicity and the wide strap is a notice- 
able feature. Pumps have a good place 
as always. In spectator types wide 
straps are also conspicuous and large 
tongues and shawls are definitely in 
the picture. Peasant type shoes are 
still good. 

Blue has not lost its advantage as 
yet in street and dress shoes and will 
be conspicuously in the picture well up 
into June, Mr. Gude feels, but with 
the advance of warmer brands of Cali- 
fornia sunshine white will of course 
crowd it off to one side of the picture, 
but all-over blues will be in evidence 
all Summer. 

In combinations, white with brown 
trim will no doubt soon be leading 
white with blue, but the latter combina- 
tion has no intention of quitting. 


New Colors in Demand 


Chamois yellow, regency pastels and 
bright peasant colors are still in de- 
mand while gray is always worthy of 
some mention among less formal num- 
bers. 

The reverse combination is making 
a real appeal, notably brown fabric 
with white trim. 

A great variety in the height of heels 
among dress sandal types is noted, no 
one height being classified as exclusive- 
ly correct. Generally speaking, lower 
heels are the thing. Toes are practi- 
cally as rounding, generally speaking, 
as they were last year; possibly a 
little move toward more conspicuous 
points is upon us. 

The decorative motif among Gude’s 
latest is variety and more variety. It 
includes stitching, stripping, braiding, 
perforations and more conspicuous 
punching. 








NEW YORK BANQUET 
APRIL 30th 


NEW YORK.—The Shoe Manufacturers 
Board of Trade of Greater New York cele- 
brates its thirty-fifth anniversary with a gala 
banquet and theatrical show, to be held at 
the Commodore Hotel on April 30th. 

Morgan Grossman, president of the asso- 
ciation, will have as his guests that night all 
the surviving past presidents of the associa- 
tion. Invitations have been sent to prominent 
members of the trade and short addresses 
are expected from His Honor, Mayor La- 
Guardia; Hon. James J. Lyons, President of 
the Bronx; Frazer Moffatt, President of the 
Tanners' Council of America; President M. A. 
Mittelman of the National Shoe Retailers 
Association. 

Following the banquet, talent from the 
various Broadway shows will present a review. 
President Morgan Grossman expects it to be 
the shoe social event of the season. 





To Display at Waldorf 


New York—Willy Weidner Shoe 
Style Studio is now located in the Mar- 
bridge Building, 47 West Thirty-fourth 
Street, Rooms 450-452. Willy Weidner 
and Alfred Vamos are in charge. A 
large line of Fall models is being pre- 
pared for display at the Waldorf-As- 
toria April 28, 29, 30, the latter two 
days being the dates of the Leather 
Show. 





Edison Earnings Increase 


St. Louis, Mo.— Edison Brothers 
Stores, Inc., in their annual report to 
stockholders, show net earnings for the 
year amounting to $567,961.16 after 
provision for depreciation and Fed- 
eral taxes. This is equivalent to $4.91 
per share on common stock outstanding 
as of Dec. 31, 1934, and compares with 
earnings of $4.15 per share for the 
eleven months ended Dec. 31, 1933. 

Net sales for the year amounted to 
$14,125,387, as compared with $10,- 
642,991 for the calendar year of 1933, 
or an increase of 32.72 per cent. 

There were 85 units in operation at 
the end of 1934 as compared with 75 
at the end of 1933. 

The balance sheet of Dec. 31, 1934, 
shows total assets of $2,680,473, of 
which current assets amounted to $1,- 
890,621. Current liabilities amounted 
to $648,621, leaving a working capital 
of $1,242,000. This is an increase of 
$234,603 over the net working capital 
of Dec. 31, 1933, and after capital out- 
lay during the year in connection with 
new units. 

Sales for the first three months of 
1935 amounted to $2,990,818, as com- 
pared with $2,949,347 for the same 
period of 1934, according to President 
Harry Edison. There were 86 units 
in operation of March 31, 1935, as 
compared with 81 the same date last 
year. This sales volume reflects only 
a slight increase over that of last year, 
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Trade 
Literature 


Issue New Catalog 


A novel arrangement in illustrating 
48 styles of their smart, in-stock line 
has been used in a new catalog released 
to the trade recently by Thompson 
Bros. Shoe Co. of Brockton, Mass. Com- 
bining a display of their regular, na- 
tionally-known Thompson line with the 
Dr. George R. Davis Anti-Friction line, 
made exclusively by this well-known 
company, the new catalog prominently 
depicts an array of striking new num- 
bers and moccasin type golf shoes. 

Twenty-eight patterns from the Dr. 
George R. Davis line are illustrated as 
available from stock, representing num- 
bers in both the men’s and -women’s 
lines. This shoe contains many novel 
features and is destined to open up 
many retail outlets for this company, 
whose customers are seeking a cor- 
rective shoe that is decidedly different. 

A Thompson Bros. cooperative adver- 
tising plan, containing complete dealer 
help programs, window display units 
and direct mail for the dealer’s lists, is 
outlined in detail and illustrated in this 
catalog. 





but consideration is given to the fact 
that Easter is three weeks later than 
in 1934, and all the pre-Easter busi- 
ness is included in the sales for the 
first quarter of 1934. 


Ed Trench With Hannahsons 


HAVERHILL, Mass.—Ed Trench of 
St. Paul, Minn., who is well known 
in mid-western territory, is now repre- 
senting the Hannahsons Shoe Com- 
pany. Mr. Trench’s many friends in 
Wisconsin, Minnesota, Iowa, and North 
and South Dakota will be very glad 
to get this news. 

While Mr. Trench has had the line 
for only about sixty days he has al- 
ready seen many merchants and placed 
the popular line of Hannahsons sandals 
in a gratifying number of good stores. 
The Hannahsons Shoe Company is con- 
ducting a prize contest for the sales- 
man turning in the largest volume dur- 
ing the month of April. There are 
four cash prizes. 


Lustig's Remodeled 


YOUNGSTOWN, OH1I0— Lustig’s In- 
corporated, at Youngstown, Ohio, have 
remodeled the interior of their store, 
removing shelves, which were pre- 
viously in the middle of the floor, car- 
peting the entire store, adding new 
metal and leather modern chairs and a 
new lighting system. They have en- 
larged the balcony and equipped a new 
Foot Health Shop, with a new X-Ray 
machine, in ‘this department. 

The improvements have greatly en- 
hanced the appearance of the interior. 
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Newspaper Ads Found Effective | 


OMAHA, NEB.—Newspaper advertis- 
ing proves to be the best medium of 
advertising for the shoe salon of 
Thomas Kilpatrick & Company, ac- 
cording to John G. O’Brien, manager. 
Circulars inclosed with the monthly 
statements of the store have proven to 
be too costly for the results they bring, 
while other direct by mail advertising 
is a sure-fire loss proposition. 

“We do only newspaper advertising 
because it brings us the best results,” 
says Mr. O’Brien. “In the first place 
it is quick. People see shoes adver- 
tised in the paper and they come down 
and buy them the very next day. Other 
literature you send with statements or 
separately may lay around for several 
days after the lady opens it. Then 
when she comes we do not have the 
size she wishes and general dissatisfac- 
tion results. 

“In the case of customers who live 
out of town, the circulars are no more 
satisfactory. A shoe cannot be pic- 
tured in a catalog so that it looks just 
as it does on the counter or on the 
foot. People may order from a picture 
and then when they receive the shoe 
they are so disappointed that they will 
never buy here again. 


Monday Sales Increase 
SAN ANGELO, TEXxAS.—Monday shoe 





business is showing a definite increase 
during the past few months, accord- 
ing to M. M. Johnson, shoe buyer in 
the Baker-Hemphill department store. 
This is not a pay roll town, as most of 
the cash money comes in during the 
Fall when the ranchers sell off their 
wool and lambs. 

Most of the Monday business comes 
from the local trade, while the out-of- 
town people still trade on Saturdays. 
The Saturday trade has not fallen off 
a bit, but has increased in proportion 
to the Monday’s business. 


Schilling Improves Interior 


SANTA ANA, CALIF.—Schilling’s, old- 
est shoe store in Santa Ana, an insti- 
tution dealing only in quality merchan- 
dise, has found it necessary to rear- 
range and improve the interior so as to 
increase display and selling space. Rob- 
ert R. Schilling is the proprietor. The 
location is 410 N. Main Street. 








1.2 OF WAGES FOR SHOES 


Gadsden, Ala—In an effort to learn where | 
the money used to pay salaries of the Gulf 
States Steel Company goes, the company re- | 
cently made a survey and it was found that 
shoe store sales ranked eighteenth among all 
lines of business. 

The steel company paid 3,200 employees in 
silver—60,000 "cartwheels"—and merchants 
were asked to report how many they received 
during a seven-day period. It was found that 
1.2 per cent of the payroll, based on returns 
accounting for 50 per cent of the payroll, 
went to shoe stores. 





Leo Davis 














Anti-Friction 








Shoe 


THE "FLYING SCOT" 


A leading Dr. Davis model 
carried in stock both Black 
and Tan 


DI96 
Tan Calf 
Oxford 


D194 
Black Calf 
Oxford 


Single Sole, Rubber Heel 


THIS MODERN SHOE 
With Its Impressive Sales History 


offers you a golden opportunity in a field that is broad, 
profitable and constant—building for you repeat busi- 
ness through style, comfort and quality. 


e 
TWENTY-EIGHT STYLES IN-STOCK 


for 
MEN and WOMEN 


enabling you with a small investment to cover the 
requirements of your trade—also giving you satisfac- 
tory mark-up and turnover—backed by cooperative 
advertising and dealer helps. 


To you, Mr. Progressive Dealer, we say, feature the 
GREATEST SHOE OF MODERN TIMES 


Write Us To-day for 
Special Agency Plan for Your Town 


FOR OVER 
55 YEARS 


BUILT-IN 
QUALITY 


‘THOMPSON BROS. SHOE (o 


FINE SHOEMAKERS > 


BROCKTON 
CAMPELLO, MASS. 
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How Macys Tests Leathers 


- 





Notable among the 135,000 specimens of merchandise tested by R. H. Macy & Co., Bureau of 

Standards, is the complete line of pure vegetable tanned leathers of R. Neumann & Co., 

Hoboken. In a specially constructed laboratory on the main floor of "the world's largest store," 

Neumann leathers were tested before the public eye throughout a full week, for strength, 

suppleness, thoroughness of tanning, porosity and durability of finish. The ratings were emi- 

nently commendatory to the tanner and also to Macy's, which features Neumann leathers in 
shoes, bags and luggage. 





Three-Day Sales 


Cuicaco, ILt.—Maling Brothers are 
featuring Thursday, Friday and Satur- 
day sales of pumps in black tree bark, 
black swirl, gray swirl; brown, black 
and blue kid, patent leather, black 
crepe and white crepe, all with bows 
and the extremely high heels at the 
uniform price of $2.63. Malings are 
doing a good job of giving their cus- 
tomers a full range of sizes, heels and 
widths. The policy of this organiza- 
tion is to carry a sufficient range of 
stock to fit and satisfy any taste or 
requirement, and this policy is reflected 
in their advertising and window dis- 
plays. 


Richmond Store Reorganized 


RICHMOND, VA.—Since the death of 
W. A. Cheatwood, president and 
founder of the Cheatwood Shoe Co., 
J. L. Haynes, his partner for over 30 
years, has taken over the business. 

Mr. Haynes has for years been con- 
nected with this shoe business in the 
East End of Richmond, and due to his 
hard work and fair dealings with the 
people with whom he came in contact, 
the store has grown to be one of the 
most up-to-date and exclusive shoe 
stores in that section of the city. 

In the reorganizing of the store, 
Mr. Haynes has taken as his partner 
G. Stuart Wilson, who has been asso- 
ciated with him for the past 10 years 
as salesman and bookkeeper. The new 
company now trades under the name 
of Haynes-Wilson Shoe Co. The store 


is at 25th and Venable Streets. 


Ad Campaign Boosts Sales 


SAN ANGELO, TExAsS.—Baker-Hemp- 
hill’s are experiencing some real results 
from an aggressive shoe advertising 
campaign which they have inaugurated 
this year. Half page advertisements 
are supplemented by attractive folders, 
the latter being sent mostly to the good 
out-of-town trade. 

School teachers and high school girls 
who live within the 150 mile store trad- 
ing radius responded to the circular 
this season in a very satisfactory man- 
ner. Just the medium grade shoes were 
illustrated; that is, shoes retailing from 
$6.50 to $10.00. These folders are 
mailed out three times a year, one in 
the early Spring, one for Easter, and 
again in the Fall. 





Shoe Salon for Springfield 


SPRINGFIELD, ILL.—Jacques Shoe 
Salon at 226 South Fifth Street held its 
formal opening, Saturday, March 30. 
Beautifully decorated in bright colors, 
light green and beige predominating, 
with maroon floor covering and chro- 
mium finished furniture, this new shop 
promises to be something entirely new 
in Springfield. 

Jack Passmore, who is opening this 
shop, is well known in the city, having 
been manager for Allen’s Shoe Store 
for the last five years. 

The shop will handle hosiery and 
purses and at the opening Hollywood 
makeup boxes were given away with 
the purchase of each pair of shoes. 
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Good Sales Talk 


Makes Impression 


OmAHA, NesrR. — A lost sale is not 
necessarily lost money, according to S. 
Teper, manager of the shoe department 
of Goldstein-Chapman Company. He 
has increased his sales 25 per cent in 
the last three months. 

“Just because a customer walks out 
of your store without buying a pair 
of shoes does not mean that customer 
is lost. Women, especially, like to shop 
around. Even when the salesman feels 
that he is not going to sell a pair of 
shoes right then he should put forth 
his best sales talks and show the cus- 
tomer that his shoes are the best to 
buy. Many times that customer will 
go out without buying, but if the mer- 
chant has shoes that will live up to his 
claims she will be back. Many women 
have done that in this store within the 
last three months. A convincing argu- 
ment on their first visit will bring them 
back to buy. 

“People are made shoe-conscious by 
a good sales talk. They are made anxi- 
ous to buy good shoes and, after look- 
ing around, they will remember the 
store in which they were the most im- 
pressed. Therefore, no matter what 
the attitude of the customer, put forth 
your best effort. The sale will be yours 
if you tell the truth about your mer- 
chandise and the competition should 
not worry you.” 


More Volume on Sport Shoes 


Et Paso, Texas.—According to J. P. 
Dorris, men’s shoe buyer in the Popu- 
lar Dry Goods Co. store, his depart- 
ment is getting its plus volume on sport 
shoes and the plus dollar volume on 
the better grades. 

The department is not losing sight 
of the fact that plenty of men are still 
in the popular price shoe market. Mr. 
Dorris has demonstrated, however, that 
this trend toward lower-priced shoes 
can easily be corrected by the man on 
the fitting stool. He finds that it is 
not so hard to get $4 for boys’ shoes 
as it was and also that it is possible 
to sell nice nifty shoes to boys fairly 
often. 

This business is being cultivated as 
it is the opinion of Mr. Dorris that 
a shoe department cannot-get very far 
in sellinb boys’ shoes simply from the 
standpoint of good, sturdy, long-wear- 
ing school shoes. 


Correction 


J. Koven of Baker’s Shoe Store, 
Woodward Avenue, Detroit, Mich., was 
quoted in our April 6 issue as report- 
ing a 40 per cent increase in business 
thus far this year. 

Like the honest shoe man he is, he 
denies the day-dream and says: “A 40 
per cent increase in this day and age 
is preposterous.” 

So we make due acknowledgment of 
an error only wishing it were true. 
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STEINS AND SHOES 


Los Angeles, Calif.—Once upon a time a 
shoe was a stein and a stein was a shoe. 

But that happened in Bavaria, not in Gude's, 
Robinson's, or in Bullock's-Wilshire—not even 
in Huggins. Likewise it did not happen in 
the year of grace, 1935, but some two centuries 
and a half ago. 

Edgar A. Doam, 149 East 78th Street, has 
a group of three steins, all patterned after 
foot apparel. One is a Bellarmine stein in 
the shape of a high boot dating from the 
sixteen hundreds. The material is china and 
the inscription written in German is as follows: 
"He who drinks this full is a true man!" 

Another stein is of German make, represents 
a heavier and more peasant type boot, and 
dates from 1686. 

The third one is a small domestic of more 
graceful pattern, and it is a very serious 
argument against inflation! It represents the 
maddened run of government printing presses 
somewhere along the line of the decades. 
It is made of thousands of dollars in old 
greenbacks, now worthless as money, not really 
adapted as practical shoe-making material, 
yet valuable as a relic and as an arqument 
for ample metallic reserves in federal treasuries. 

Mr. Doam has kept these relics in his home 
since he inherited them from earlier members 
of his family and they are priceless, neither 
as steins nor as clod-hoppers but as antiques. 





Song Title Contest 


Satt LAKE City.—“Let’s All Sing 
Like the Birdies Sing” was the title 
of the Walk-Over Shoe Store’s window 
entry in the recent window song title 
contest staged by leading local stores, 
and promoted by the Salt Lake City 
Display Men’s Club in cooperation with 
the Chamber of Commerce, during the 
Spring Fashion Festival. The window 
featured several gay little birds as part 
of the clever display. 

Florsheim Shoe Store represented, 
‘Don’t Buy Me Posies When It’s 
Shoes That I Need,” by means of a 
bouquet of flowers arranged 4 ft. 
above the display window floor with a 
large arrow pointing directly down to 
a pair of Florsheims. The “clue” word, 
“No!” appeared at the top followed by, 
“Not These,” further down the arrow 
and at the bottom were the concluding 
words, “But These!” Speicher’s Econ- 
omy store represented, “Shine On My 
Shoes,” by means of contrasting one 
highly shined shoe with one that needed 
a shine. 

Hunter-Thompson also had an in- 
teresting display. 

The 50 display windows entered in 
the contest were numbered, contestants 
securing their blanks from stores. 


New Detroit Store 


Detroit, MicH.—Mathes Shoe Stores 
Company of St. Louis, have opened an- 
other store in Hamtramck, Mich., un- 
der the name of Reels. Jay Joseph, of 
the downtown Woodward Avenue store, 
is manager. The new store is located 
at 9734 Jos. Campau Avenue. 
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Sta-Tite's exclusive wire 
mesh nail anchorage 
eliminates washers — 
wood—fibre—increases 
wear—makes possible 
the "nail-less’ tread 
pattern. 





MEASURE 


THE 


EXTRA 
WEAR 


Between the wire mesh embedded 
in the base and the tread of a Sta- 
Tite Heel is twice as much resilient 
rubber—twice the wear of other 
heels. They have no washers— 
no bulky core. Sta-Tites always 
fit snugly to the heel base—always 
stay tight. These exclusive advan- 
tages are reflected in customer 
satisfaction. It pays to specify 
Panco Sta-Tite Heels—at no extra 


cost. 


PANTHER PANCO CO. cuetsea, mass. 
* 
IPALN CO 


STA-TITE 


CACHES 








Men's Shoes 









i eli eli edie eli ie eli ei elie edi adie dint 


O66 6 EP AE EP Ee PO 





C. H. DANIELS 


Patented 
THE AIR COOLER 


Fiexible Summerweight 
Construction 
“VARSITY” 
IN-STOCK 

1443 BLACK CALF 

1444 BROWN CALF 

1445 WHITE CALF 

RUBBER HEELS 

B, Cc, D . 6-12 


$3.25 


WALL-STREETER 
SHOE COMPANY 


- NORTH ADAMS... MASS. . 




































Men's and Women's 
Slippers 
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CEMENTS & TURNS IN-STOCK 
FLEXIBLE CEMENTS 
NO. 201 OPERA 


AN—BLACK 
BLUE eeeteey 
NO. 405 EVERETT 
BL. ACK TAN 

6-12 39F F 


- ROWLEY. MASS. 



















EVANS’ SLIPPERS 
Hand turned — Cement 
Padded Sole 
For Men, Women, Children 
77 Styles in Stock 


Send for Catalog 













L. B. EVANS’ SON CO. 
Wakefield, Mass. 
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Style Show in Evansville 
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SPRING 1935 
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ADMISSION FREE! 
24 Pairs of Shoes 
TO BE AWARDED 










© 12 Pairs Yor Ladies 
© 7 Pairs for Men 
© 5 Pairs for Children 























EVANSVILLE, IND.—The Evansville 
Shoe Retailers Association staged a 
successful Spring Footwear Style Show 
in the Coliseum which was largely at- 
tended and created much interest in 
the new season’s shoes. Music, dancing 
and modeling of the new styles were 
features of the show, and tickets were 
distributed free to the public through 
co-operating members of the associa- 
tion. The affair was sponsored by The 
Evansville Press, which published an 
entire advertising section devoted to 
the show and carrying advertisements 
by local shoe stores. 

A special feature of the show was 
the awarding of 24 pairs of shoes as 


prizes, including 12 pairs for women, 
seven pairs for men and five pairs for 
children. 

Co-operating members of the Evans- 
ville Shoe Retailers Association who 
participated in the show were the fol- 
lowing: Andreae’s Shoe Store, Bar- 
ker’s Shoe Store, Bunnell & Combs, 
The Darling Shop, DeJong’s, Dorf- 
man’s Sample Shoe Store, Grusin’s De- 
partment Store, Hallert’s Men’s Wear, 
Kinney’s Shoes, Mike’s Men’s Wear, 
Montgomery Ward, Thom McAn, Salm 
Brothers, Schear’s New York Store, 
Schultz’s Cloak House, Sears Roebuck 
& Co., Siegel’s Men’s Wear, Strouse & 
Bros. and the Vanity Shop. 





Opens New Store 


JACKSON, MicH.—A. F. Hertler has 
opened a new shop at 140 W. Michigan 
Avenue, featuring Nunn-Bush shoes 
for men and Foot Delight shoes for 
women. Windows have been remodeled 
and interior redecorated. The fitting 
chairs and stools are in Florida 
Cypress. 





Buys Interest in Store 


San FRANCISCO, CALIF.—G. W. Ran- 
kin, formerly manager of Walk-Over 
Shop, San Francisco, Calif., for seven 
years, also with Frank Werner Shoe 
Co., San Francisco, for four years, has 
purchased a half interest in the Walk- 
Over Shop, 484 Third Street, San Ber- 
nardino, Calif. 
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MARCEL 


De ORD Wie TE ink cccdnccvececccsecvets $2.35 
R 4196 Black Faille, Satin Stripping........ 2.00 
R 4198 White Faille, Satin Stripping........ 2.00 
R 4548 White Linen 
72 Last, Narrow Toe, 20/8 Louis Heel. 
AAA to C Widths 
po Serer eer er ricer re $2.35 
R 6549 White Linen 
339 Last, Med. Narrow Toe, 15/8 Cuban Heel. 
AA to C Widths 


All Our White Poort Are Especially Treated 
for Dyeing 





Terms 2% 10 days, Net 30, F. O. B. Factory 
(25e Service Charge On Orders Less Than 3 Pairs) 


PREPARE FOR HOT WEATHER 


AMERICA’S LARGEST WHITE IN-STOCK DEPT. 
AT YOUR SERVICE 


R 1101 Genuine Silver Kid ..........--+-0+ $3.35 
WE ROOD Wee TEN bi iccccivsiscciccudecces 2.35 
R 1497 Patent Leather .......-.ccsecscceees 2.35 
ee PR  Peeerer rrr er eee me ee 2.35 
R 4127 Black Faille, Satin Stripping........ 2.00 
R 4120 White Faille .....ccccccscccccccecs 2.00 
R 4543 White Linen 
24 Last, Full Round Toe, 10/8 Block Heel. 
AA to C Widths 


Send for New, Complete Summer Bulletin 


R 1136 Sains Silver Kid 
R 1480 White Kid : 
R 4140 Black Faille, Satin Stripping........ 2.00 
B 4142 White Faille .....ccccccccccccccccce 2.00 
R 4580 White Linen 1.85 
R 4584 Grey Genuine Miami Cloth........... 1.85 
R 4586 Tan Genuine Miami Cloth........... 1.85 
42 Last, Medium Toe, 1914/8 Louis Heel. 
AA to © Widths 
We UG We Pet oo é cd. cccercecticececscees > 10 
R 4581 White Linen 1.85 
47 Last, Medium Toe, 15/8 Cuban Heel. 
AA to C Widths 
R 1137 Genuine Siiver Kid 
R 1483 White Kid 
R 4583 White Linen 1.85 
24 Last, Full Round Toe. 11/8 Military Heel. 
AA to C Widths 
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What's New 


The Glint of Metal 


Boston, Mass.—The glint of metal 
in novelty shoes is had by fitting a thin, 
narrow strip of metal through slits in 
the uppers, the metal being of a cop- 
per, gun metal, silver or other finish. 

The metal is flexible, but being 
stretchless should be fitted only where 
the uppers do not stretch. 


All-White Sole Leather 


MILWAUKEE, W1s.—The nation’s all- 
white sport shoes promise to have a 
much more natty appearance this Sum- 
mer than previously as a result of per- 
fection of a new tannage process by a 
Milwaukee chemist. 

August C. Orthmann, president of 
Orthmann Laboratories, 647 W. Vir- 
ginia Street, last week announced the 
sale of a process for making all-white 
leather, especially for use as soles and 
welting, to a large eastern leather 
manufacturer. He previously had 
worked two years to develop what is 
said to be the first successful one per- 
fected for this purpose. 

As a result of the sale, many shoe 
manufacturers are expected to use the 
new leather, which will permit a white 
sole in place of the customary tan, 
white rubber, or painted one. Resul- 


tant scuffing during ordinary wear, 
Orthmann says, will bring out a fresh 
white surface, rather than the nicked, 
spotty one such as resulted in the past. 

He adds that the tannage process 
takes but two days, and results in a 
white coloring through the leather. 
The original structural strength of the 
leather remains, it is said. Ordinary 
bark tanning of leather takes 60 to 80 
days. 

Last year Orthmann perfected and 
sold a similar process for white tan- 
nage of upper leather to a midwestern 
tanner. 


Moccasins for Children 


DENVER, CoLo.—Mrs. Alama Eaton, 
who covers Colorado and New Mexico 
for the Simplex Shoe Manufacturing 
Co., is finding a decided tendency for 
soft elk-finish leathers in fancy moc- 
casins for children. The shoes appeal 
to the children on account of the soft 
feeling and the colors, while the fitting 
qualities of the patterns and the dura- 
bility of the leather are appreciated by 
the mothers. 


Cushion Wood Heel 


Boston, Mass.—William H. Baynard 
has invented a cushion wood heel and 
has assigned his patents to the Beck- 
with Mfg. Co. This invention provides 
for a cushion, of conical shape, between 
the wood of the heel and the leather 
of the heel seat. 


Framed Tongues 


LYNN, Mass.—One of those small 
but important details of sport shoes is 
the tongue, for if the tongue twists 
or crumbles it’s aggravating, and if the 
tongue does not protect the flesh of the 
instep against lace tension it’s uncom- 
fortable. 

So the framed tongue has been de- 
veloped to prevent these annoyances. 
This tongue is cut from extra good 
leather. It’s padded with felt, and over 
the felt a frame of leather is stitched. 

So the padding cannot loosen up and 
peel off, and the laces may be hauled 
tight, as they should be on sport shoes, 
and the tightness won’t chafe the skin 
of the instep. 


New Top Lift 


Boston, Mass.—James F. Fitzsim- 
mons has invented a detachable top lift 
of rubber for wood heels, and has as- 
signed his patents to the Fitz-on Sales 
Corp. of Boston. It’s like the familiar 
Fitz-on top lift of leather, the kind 
that’s snapped off when worn, so that 
a new top lift can be snapped on. 


"Comfort Shoe Days" 


GALVESTON, TEx.—Fridays are called 
“Comfort Shoe Days” at the Eiband 
Department Store. Regardless of what 
else may be advertised, a fair sized ad 
on comfort shoes is run. 
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MRS. DAY’S IDEAL BABY SHOES 
mG infants’ Soft Soles ..0-3 
intermediates PO 
Flexidie Hard Soles. 2-6 
Send for 'n-&tock 
Uatalog 





MRS. ons | BABY 
Locust St. Danvers, Mass. 
















IN STOCK 
TURN SOLE STRAPS 
PATENT LEATHER— 


NAHM BRO. SHOE MFG. CO 
Swanson and Ritner Sts. 
Phitadeiphia, Pa. 
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Dancing Shoes and Taps 
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TAP 
DANCE 
SHOES 
_ 
In 
BLACK CALF 
PAT. LEATHER Stock 


$1.45 
OWENS SHOE Co. 


28 Goodhue St., Salem, Mass. 











About People 


Otto Vaught Appointed Buyer 


San Dieco, Cauir.—Otto Vaught is 
now shoe buyer at The Marston Co. 
department store, succeeding F. E. 
Lundblade, who was buyer there for 
many years. 





J. H. Madden Made Manager 


OMAHA, Nes.—J. H. Madden, trea- 
surer of Hayden Brothers, has suc- 
ceeded E. R. Sherlock as manager of 
the shoe department of the Hayden 
Store. 
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Frank P. Meyer Now Mayor-Elect 
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President of Illinois Shoe Retailers Association and Former Secretary- 


DANVILLE, ILL. — Frank P. Meyer, 
Danville shoe merchant, perennial 
president of the Illinois Shoe Retailers 
Association and for many years a mov- 
ing spirit in the councils of the N.S. 
RA., of which he was_ secretary- 
treasurer, won a sweeping victory at 
the polls on April 2, when he was 
elected mayor of Danville by almost a 
two to one vote. Mr. Meyer lost only 
three election precincts in the city. 

A brief glimpse back down the trail 
of his business career reveals the rea- 
sons for his sweeping victory in the 
Danville mayoralty race. 

It was just 28 years ago that Mr. 
Meyer came to Danville. Two years 
later he opened a shoe store on North 
Vermilion Street, where he has been in 
the same business continuously ever 
since. For the last 25 years his store 
has been in the same block. 

Active in all civic affairs here since 
he entered local business circles, he has 
always enjoyed public life and has 
given freely of his time for any move- 
ment of benefit to Danville. 

Constantly active in merchandising 
of shoes, Mr. Meyer is now serving his 


Treasurer of N.S.R.A. Wins Sweeping Victory 








fourteenth consecutive year as presi- 
dent of Illinois Shoe Retailers Associa- 
tion and is secretary-treasurer of the 
national association. In these capacities 
he has traveled from coast to coast and 
has addressed business and civic groups 
in every large city in the United 
States. 

The only elective public office Mr. 
Meyer has held prior to his newly- 
elected post as mayor of Danville was 
that of assistant supervisor of Dan- 
ville Township. Holding this office for 
14 consecutive years, he also served as 
chairman of the County Home Board 
during that time. 

Early this year he was voted Dan- 
ville’s “Citizen Number One” by the 
local American Business Club. This 
honorary position is bestowed each 
year by that club on one citizen of the 
community with a reputation of the 
highest integrity and a record of pub- 
lic service. 

Mr. Meyer resides with his wife and 
two sons at 430 North Vermilion Street. 
One son, Frank J., is away now at col- 
lege and the other, John, is a second- 
year student in Danville High School. 





Froelich With Jos. Horne Co. 


PirtsspurGH, Pa. — R. J. Froelich, 
formerly with Smith-Kassom Co., Cin- 
cinnati, is now with Jos. Horne Co. in 
the capacity of buyer of women’s, 
men’s and children’s shoes for their 
downstairs store. He succeeds M. Wil- 
son, who is now general merchandise 
manager of the entire downstairs store. 


Shoe Man and Yachtsman 


Detroit—Walter Parker, of the 
Ground Gripper Shoe Store, is a lead- 
ing figure in yachting and boating cir- 
cles in the Mid-West. He owns a 48-ft. 
yacht on which he practically lives in 
the summer. In addition, he is active 
in half a dozen clubs and committees, 
holding office in several. Among his 
present active duties this year are: 
Chairman of Detroit River Yachting 
Association Power Boat Squadron; 
vice-chairman of the Interlake Yacht- 
ing Association, covering the entire 
Great Lakes; vice-chairman of the 
Power Boat Association of the Detroit 
Yacht Club; and member of the Gold 
Cup Committee, which controls the 
world-famous Gold Cup motorboat 
races. He’s a busy shoe man, too, and 
finds his association contacts very help- 
ful in his business. 


Harry B. Campbell Heads Kid 
Department of Richard Young 


New YorK—Harry B. Campbell has 
become associated with the Richard 
Young Company in charge of their kid 
department, making headquarters for 
the present at the Wilmington tannery 
and New York offices. 

Mr. Campbell is splendidly equipped 
for his new work of developing and 
promoting the excellent line of kid 
leathers now being produced by the 
Richard Young Company. For the past 
thirteen years he has been with the 
Dimond Kid Company of Boston, as 
sales manager and assistant to Mr. 
Dimond. Prior to that he was asso- 
ciated with such firms as F. Blumenthal 
& Company, Newcastle Leather Com- 
pany, T. A. Kelly, etc. His friends in 
the trade are legion, both among shoe 
manufacturers and tanners. 





Kansas City Directors Named 


Kansas City, Mo.—J. J. Schroeder, 
president of the Kansas City Shoe 
Retailers’ Association, has appointed 
the following directors for the ensuing 
year: Ivan Cox of the Dr. A. Reed 
Cushion Shoe Company; E. V. Becker 
of Nisley Shoe Company, Inc.; Keith 
A. Hemingway of Rothschild’s; James 
Miller of Miller Shoe Company; J. A. 
Cox of the Robinson Shoe Company 
and Foster Gibson of Florsheim Shoe 
Store Company. 
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| Mstaneloieielatelel| 
Zapon white 


pig grain. 


Admittedly.... 
the accepted 
material for 
slipper 
uppers 


“The Standard of Quality Since 1884” 


THE ZAPON company 


A Subsidiary of Atlas Powder Company 
STAMFORD - CONNECTICUT 


When writing advertisers please mention Boot and Shoe Recorder 
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Riding Boots 
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STOCK A) 5) 
Riding, Cowboy and Lace Boots fj 
for Catalog X 
H. J. | JUSTIN & SONS, Inc. 





Headquarters 


A ‘complete line of Riding, 
Field and Jodhpur Boots. 
canoer Boots and Boot Shoes. 
Boots to meet your every 
demand in style and price. 
Our large floor stock 
means quick service. 


KIRKENDALL | 
BOOT COMPANY 
Omaha, Nebraska 











LARGEST 
BOOT STOCK 


in America 
Domestic and Imported 
For Immediate Delivery 
Men, Women & Children’s 
Boots for Riding 
Field, Hunting, Aviation 
Alse Jodhpurs & Jodgores 


Complete Catalog 
R-7 on Request 


COLT 
CROMWELL CO. 


1239 Broadway 
New York City 














Naugatuck Store Sold 


NAUGATUCK, CoNN.—The retail shoe 
business of the late Joseph E. Martin 
at 209 Church Street, has been pur- 
chased by Dominick and Edwin Pisani 
of Peekskill, N. Y., owners of the 
Pisani Bros. shoe store in Peekskill. 
Since Mr. Martin’s death, the Nauga- 
tuck store has been operated by Dr. 
Henry Martin, a brother, as adminis- 
trator of the estate, with Pierce Cas- 
per as manager. 
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Changes in Shoe Departments 
at Scruggs-Vandervoort 


JASON KLEESE 


St. Louis, Mo.—Jason W. Kleese 
has been named department manager 
for the Main Floor Shoe Shop of 
Scruggs-Vandervoort-Barney, whose 
first aniversary was observed the week 
of March 18. This “$3.94 Shoe Shop,” 
located near the street entrance, has 
proved a valuable addition to the main 
footwear department on the second floor 
and the shoe division of the downstairs 
store. 

Mr. Kleese has worked in_ the 
Scruggs organization for several years. 

The downstairs shoe department of 
Scruggs-Vandervoort-Barney Dry 
Goods Company has been enlarged to 
twice its former floor space. In place 
of sectional shelving the stock has been 
spread in shelving against the three 
walls, leaving a large and well lighted 
area for fitting, located on one of the 


GEORGE REED 


main aisles through the downstairs 
store. 

The change is incident to relocation 
of all departments in the downstairs 
store. C. S. Williams, formerly shoe 
buyer for Nugent’s downtown and out- 
lying stores in St. Louis, has been made 
merchandise manager of the down- 
stairs store, with William Higgins in 
charge of the shoe department. Mr. 
Higgins has been with Scrugg’s about 
seven years and as department man- 
ager succeeds George Reed, who was 
promoted to be assistant to H. E. Jol- 
ley, buyer for the entire store, who is 
also footwear department manager. 

“Men’s shoes and children’s will be 
carried in greater variety in the down- 
stairs department,” Mr. Higgins said, 
“and this shop will feature shoes for 
growing girls.” 





Des Moines Shoe Men Meet 


Des Mornes, Ia. — Getting back to 
the human element in the shoe selling 
business was stressed by W. S. Arant 
of DeArcy’s Boot Shop at the April 
meeting of the Des Moines Retail Shoe 
Dealers held at Hotel Kirkwood. Twen- 
ty-five members attended. 

While so much stress has been placed 
on price, the emphasis on satisfying 
the customer has been more or less 
neglected, the speaker said. When a 
woman comes in to buy, she should be 


treated as if she had a million dollars, ° 


and shoes of flattering looks and quality 
shown, Mr. Arant said. 

Park O. De Witt, new president, con- 
ducted the meeting and announced the 
appointment of committees for the 
year. W. P. Williamson, S. C. Nichols 
and H. A. Alexander were named on 
the style promotion committee; R. 
Severson, V. E. Meline, Bernard 


Schwartz and.E. G. Toepfer, member- 
ship committee; W. S. Arabt, T. Frank 
Jaques, H. Barlass and S. Panor on 
the advisory and convention commit- 
tee; and J. N. Chapman, Donald 
Dwyer, W. S. Durbin and Joe Greller, 
entertainment. 

The shoe dealers determined to hold 
monthly meetings, instead of about 
once a season or upon call as was the 
former plan. On April 28, the entire 
group will spring the promotion of 
white shoes and sports shoes for men 
and women. No meetings will be held 
during July and August but the June 
meeting will be in the nature of a 
frolic at the Hyperion club. 


Charles Johnson Opens Store 


KEARNEY, Nes.— Charles Johnson, 
formerly of ‘Sweetwater, Neb., has 
opened a Wear-U-Well shoe store at 
2003 Central Avenue. 
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a A STAR HOTEL 


in New York 


% for BUSINESS...1 block from 
Times Square, 3 blocks from Sth 
Ave. 8 minutes to Wall St. Under- 
ground passageway toall subways. 


* for DINING...3 fine restaurants 
to choose from—the Coffee Room, 
the Tavern Grill and Bar, and the 
Main Dining Room, with dancing. 


% for RECREATION...69 fine thea- 
tres within 6 blocks. 1 block from 
Broadway...4 short blocks to 
Madison Square Garden. 


1400 large rooms...each 
with bath (tub and shower) 
servidor and radio...from 


$950 $950 


Shop the Mar- 
bridge Building — 
Headquarters for 


& for QUIET SLEEP...Our 32 storie; 
Value and Style 


of fresh air and sunshine assure 


SINGLE DOUBLE 


TWO-ROOM SUITES... from $7.00 
SAMPLE ROOMS... from $5.00 
Spectal Rates For Longer Periods 


FRANK W.KRIDEL, Managing Director + JOHN T. WEST, Manager 


you quiet rest. Simmons beds as 
sure you comfort. 

6 
PRIVATE DINING ROOMS OF ALL 
SIZES FOR DINNERS AND MEETINGS 


Under one roof... the showrooms 
of the shoe industry’s leading man- 
ufacturers ... easily accessible to 
retailers and buyers, who, in one 
visit, may learn all that is new and 
smart in the shoe world. 

The coming season’s outstanding 
shoe styles are on display now at 
the Shoe Buying Centre in New 
York . . . the crossroads of the 
trade... the Marbridge Building. 
Come and see them before you buy! 


Hotel @ LINCOLN 


1328 BROADWAY fas. NEL YORK 
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Store 
Changes 


New Detroit Store 


DETROIT—Harry T. Wiley has open- 
ed a new shoe store in the Linwood-La 
Salle Theater Building at 8237 Lin- 
wood Avenue. This spot was formerly 
occupied by Joseph Weir’s Boot Shop 
which closed some time ago. Wiley 
moved from four miles up the same 
street. The new store is carrying a 
general line of family shoes. Fittings 
are all modern, with a gold and brown 
shade prevailing. 

The back of the store is distinguished 
by a series of large-square-paned win- 
dows, which shut off the office. These 
are curtained on the back by a burnt 
orange drape giving a luxurious at- 
mosphere to the store. Wiley is spe- 
cializing in foot correction work, and 
in stocking “difficult” sizes. 


New Shoe Firm Incorporated 


DETROIT—R and H Shoe Company 
has been incorporated, with a capital- 
ization of $5,000. The company operates 
an outlet policy downtown store at 336 
Gratiot Avenue, with Abe Lowenberg 
in charge. Incorporators are Selden 
Koblin and Philip Ash. No change in 
ownership is involved. 


Artistic store front recently completed by Harry Diehl, Mt. Clemens, Michigan, 
merchant, who features W. L. Douglas shoes. 





Mathes New Lease 


Cuicaco—Mathes Shoe Stores, Inc., 
of St. Louis, has closed a lease for 
five years on the store room at 4621 
Broadway, in the night life section of 
the uptown district. This is another 
indication of a revival of business in 
the uptown center. Occupancy begins 
May 1. The men’s and women’s shoe 
salon will occupy 1800 square feet. A 
modernistic front is being erected. 


Increase on Sizes 


LYNN, Mass.— Regular sizes run 
from 3% to No. 10, widths from AAAA 
to D, for growing girls shoes as made 
by the Melanson Shoe Co. 

When the Melansons started on this 
line, and they are credited with being 
pioneers in it, their sizes ran from 
No. 2% to No. 7. 

So the records show an extension of 
length for shoes for growing girls. 
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Fine New Detroit Store 


Detroit—Berland’s Shoe Stores 
have opened a new downtown store at 
1051 Woodward Avenue, in the first 
block north of the City Hall. The store 
is considered the last word in modern- 
istic design among Detroit stores. 
Under the name of Allen’s Smart 
Shoes, the store is being managed by 
William Fein, who was formerly with 
the same chain in Detroit. Morton 
Blass, district supervisor, was in gen- 
eral charge of the opening. 

The store has air conditioning, and 
is expected to draw patronage with this 
advantage during the summer season. 
The first floor design is with a very 
high ceiling, entirely in pastel shades 
on walls and roof, ranging from russet 
to tan and a little white. Louvre type 
of indirect lighting is used, with the 
projecting louvres at overhead height 
from the three massive pillars on either 
side of the store, lighting both above 
and beneath from this position. The 
lower parts of the pillars are covered 
by mirrors. 

The basement, devoted to $1.65 shoes 
—is similarly designed without the 
modernistic steel type chairs and spe- 
cial fittings of the upstairs department. 
A competing shoeman called it “the 
finest basement salesroom in Detroit.” 
The upstairs store policy is also a one- 
price floor, at $2.65. 

Store occupies about 6000 sq. ft. 
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From an advertising standpoint, this 
means that many merchants who, up 
to now, have hesitated to increase their 
appropriations can feel warranted in 
doing so, at least to some degree, with 
the expectation that the added expen- 
diture will bring them a proportionate 
return. And apparently many stores 
throughout the country are already 
doing this very thing. 

This week we have reproduced a few 
attractive advertisements featuring 
women’s shoes that we have clipped 
from various newspapers in New York, 
Philadelphia and other cities. We shall 
show more of these attractive news- 
paper ads from different sections of 
the country as the season advances. 
They not only indicate the style and 
type of advertising that is being used 
by enterprising shoe stores, but also 
reflect the shoe styles that are being 
featured and the selling points em- 
phasized in advertising copy. Here 
are some of the copy slants that stood 
out in the multitude of retail ads re- 
viewed this week: 


“Shoes for the Forgotten Girl! Easter 
this year is going to find the forgotten 
girl as smartly shod as her mother. 
We’ve designed a new line of Spring 
shoes for the girl in her teens that 
combines correct construction for a 
growing foot with correct styling for a 
budding fashion interest. In two price 
lines—both pleasantly low—3.98 and 
5.98.”"—R. H. Macy & Co., New York. 

“Childish Accessories for Grown-Up 
Chic. Look where the present youth 
movement is taking us. Straight back 
to the nursery to borrow little boy and 
small girl fashions that make you look 
gay, young and irresponsible. For all 
the world like sonny at the seashore. 
We’ve hastened to assemble a series as 
a gay fillip for new clothes.”—Bonwit 
Teller, New York. 

“The Bengal Lancer, made of poro- 
pigskin (punctured for coolness and 
comfort) is one of the most original 
and smartest of the season’s new sports 
shoes with peasant-type low heel; 
variety of color combinations. 7.75.”— 
B. Altman & Co., New York. 

“Ernest Jones asked us to make up 
a golf shoe really worthy of the name. 
Internationally famous as a teacher of 
golf, Jones knows what a fairway shoe 
really needs. And here it is . . . to 
his order . . with the blessing of 
our fashion staff. A flexible innersole 
makes this shoe the most flexible welt- 
type ever produced. This same inner- 
sole absorbs perspiration and helps 
make the inside waterproof. The outer 
sole is waterproofed, too. A practical 
and thoroughly wearable shoe. It comes 
in Norwegian tan calf, brown bucko, 
grey bucko, fawn bucko or white bucko 
with a tan Kiltie tongue. Sizes to 
9, AAA to C. Mail and telephone 
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orders filled. Price, 8.75.”—Saks-34th 
Street, New York. 

“Color.—Shoes take their color cue 
from the brightest Spring in years. 
And Phillipsborn, always a ‘step ahead 
with the new,’ presents some real 
masterpieces fresh from  fashion’s 
palette.”—Phillipsborn’s, featuring six 
shoes in brown, beige, blue and con- 
trast combinations. 

“Today, discriminating women of 
Louisville are cordially invited to the 
opening of a new shoe salon, Bayn- 
ham’s . ‘A thing of beauty is a 
joy forever.’ That’s why Baynham’s 
shoes give lasting pleasure. . It is 
the opinion of the Baynham Shoe Com- 
pany that the women of Louisville are 
entitled to the best shoes obtainable 
anywhere. Therefore Baynham’s, who 
have already established a reputation 
in Kentucky..for having nothing but 
the best footwear, presents to the 
fashionable women of Louisville shoes 
which offer new contributions to the 
attainments of superior style and 
quality . . . shoes which are acknowl- 
edged by the world’s foremost stylists 
to be the last word in fashion, They 
are the supreme achievement of the 
finest craftsmen; such features as hand 
lasting and bench work insure the ulti- 
mate in comfort and give that added 
human touch to make each pair a per- 
fect work of art.”—Baynham Shoe Co., 
announcing the opening of a new shoe 
store in Lexington, Ky. 

“Hess Brothers presents with great 
pride and infinite pleasure the New 
Shoe Salon featuring Winkelman 
Fashion Famed Shoes. For your most 
flawless fashion image, we bring a new 
and peerless elegance to your feet in 
exquisite footwear by Winkelman. Our 
pride and pleasure in presenting them 
can only be exceeded by yours in wear- 
ing them. Come in and see them for 
yourself . see the originality of 
their designs, their graceful beauty, the 
indubitable glamour of their styling.” — 
Hess Brothers, Allentown. 

“Shoes that put every costume on a 
new Spring Footing. 6.45. All sizes 
to 9. Get off on the right foot for 
Spring! We’ve planned for every cos- 
tume the perfect shoe . . . styled for 
fashion and quality . . . made on lasts 
of character and comfort . and 
priced to give you our greatest shoe 
value of the Spring.”—Franklin Simon, 
New York. 





Ohio Leather Band Broadcast 


GirarD, OHIO—The Ohio Leather 
Company Band program was broad- 
cast Sunday, April 14, from 1 to 1:30 
p. m., from Station WTAM, Cleveland. 
This was the first time the band has 
been on the air from this station, al- 
though the program has been broadcast 
fortnightly over WKBN, Youngstown. 
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All Shoes Point Toward 
THE MONTCLAIR 


° The New York Headquarters 


for the 


‘ 


The Hotel Montclair is located opposite the Waldorf-Astoria, on Lexington Avenue and offers many 
conveniences and attractions to visiting shoe and leathermen. 


800 attractive outside rooms with bath, 


Single rooms from $3.00. 


shower at moderate cost. 


Double rooms, twin beds $4.00. 
Casino-Montclair for dining and dening—telentnd floor show—Two broadcasting orchestras. 
Cafe F. 


telatr— 





Keyhole Bar. 


“HOTEL MONTCLAIR 


Lexington Ave., 49th to 50th Sts. 


New York City 





Complete Successful Year 


CuHicaco—Jacley Shoes, Inc., 1173 E. 
63rd St., Chicago, have just completed 
their first year of business. They 
carry in their store Florsheim and 
Weyenberg shoes for men and the Red 
Cross line, with several lines of novel- 
ties, for women. 

For the Spring and early Summer 
they expect a big demand for blues and 
whites in the women’s line. 

The owners are Leon D. Kreins, who 
was with the Lester Boot Shop of Chi- 
cago for eight years, and Jack Victor 
who was with Lester Boot Shop eight 
years and with Daemecke Bros. of Chi- 
cago for 10 years. He served as man- 
ager of both these stores. 


Easter Selling Shows Increase 


Des MoInEs, IA.—Shoes in most Des 
Moines stores made large increases 
Saturday, April 6, starting off the 
Easter shoe business, according to local 
dealers. Impetus to this activity was 
due in part to the opening of two new 
stores, Burt’s Pari-Smart Shoes, at 515 
Walnut street, and Robinson’s, 315 
Eighth street, featuring shoes along 
with ready-to-wear. Crowds visited 
these new stores and made the rounds 
as well. Practically every store in the 
city featuring shoes carried advertise- 
ments on their Easter lines on Friday, 
for Saturday’s business. 


Hopkins Heads St. Louis Group 


E. J. HOPKINS 


St Lours—At the regular meeting 
of the St. Louis Shoe Manufacturers’ 
and Wholesalers’ Association, held 
March 29, the following new officers 
and directors were elected: 

President, E. J. Hopkins, general 
manager Peters Shoe Co.; first vice- 
president, Wm. S. Milius, Milius Shoe 
Co.; second vice-president, A. E. Far- 


rar, Friedman-Shelby Shoe Co.; 
treasurer, A. G. White, Brown Shoe 
Co.; secretary, A. M. Burton. 
Directors are: W. E. Tarlton, Cen- 
tral Shoe Co.; Theo. Samuels, Samuels 
Shoe Co.; F. S. Rice, Rice-O’Neill Shoe 
Co.; E. B. Stitt, Boyd-Welsh, Inc. 


Obituary 


Jacob Grossman 


ASBURY PaRK, N. J.— Jacob Gross- 
man, pioneer shore merchant, died 
April 2, at his home, 400 Asbury Ave., 
this city. He had been ill for about a 
week with a heart ailment. He was 70 
years old. 

Mr. Grossman was engaged in the 
shoe’ business at 708 Cookman Ave., 
this city. He remained active although 
he had nearly lost use of his eyes. He 
has been a resident of this city for 
nearly 50 years, coming here in 1888, 
when he opened a retail shoe store. 

Always keenly interested in the rapid 
advancement of the city, Mr. Grossman 
took an active part in many campaigns 
that had the improvement of Asbury 
Park as their aim. 

Mr. Grossman is survived by his 
widow, Rose, and two daughters, Mrs. 
Harry Eidelberg, this city, and Mrs. 
Edith Bernstein, Boston. Two sisters, 
Mrs. David Goldstein, this city, and 
Mrs. Daila Black, Los Angeles, also 
survive. 
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EASTER DISPLAY CARDS, PRIC ' 
TICKETS and BACKGROUNDS AVAILABLE # 


e SELL 




















MCTE€ASE SHOE SALES WIT! 
EASTER COLORS AND DESIG 





The “I” ticket harmonizes 05 
in color and design with the $7 
April card. ° 











“F”’: Three shades “T”’: Pale green 

of lavender. board; lavender 
flower; dark green 
trim. 











Tickets Appropriate for Easter Also ... 





Selling messages on men’s, women’s, chil- 





dren’s shoes; women’s hosiery; store ser- 











e PP: oy P COMPLETE TEXTS vice, fitting, quality, styles, etc. 
ose-pin. oarda; avender an 


sat =. 8” x 14” and prices sent on request (Tickets: Priced below, Size 144” x 234”. Samples on req 





Feature Pointers 
INFORMATIVE ARROWS point out 


visible and in-built values. They are 


The ARROWS are available in two 
colors: corn with green border, or 
buff with green border. Choice of 








fort: lli hh q blanks. 

gracefully and securely placed with the ee a ee ee 
aid of adjustable Polly Clips. 12 dozen (printed or blank)..... $2.00 \ \ 

g oo ee OR Oe eas: 1.10 iq! il ‘ 
REVEAL the fine wearing qualities of aan ae ee ee ee ame 2 ; | 
your merchandise with PRECISE in- t 
formation through your windows. You SPECIAL: REDORD. ¢ 
can turn a window shopper into a sure ONE GROSS ARROWS AND ONE GROSS sessesus { 
customer by pointing out the quality < POLLY CLIPS...... @ ONLY $5.00 


features of your shoes. 











No..... ia 
Attractive Hand Lettered Price Tickets Sue........... 
IN ALL DENOMINATIONS AND BLANK. OTHER DESIGNS IN STOCK Price... 








WITHOUT STORE NAME: 6 dozen @ $1.10, 12 dozen @ $2.00 
WITH STORE NAME: 100 tickets @ $3.00, 200 @ $5.00 
“J”—Polly Clips for tickets: 1% gross $2.25 

(adjustab ts atanyangle) 1 gross $4.00 
“K”—Shoe Carton Tickets: 500 @ $1.25, 1000 @ $2.25 
CHECK WITH ORDER, PLEASE, unless C.O.D. preferred 
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USE SALE STREAMERS 
ON YOUR WINDOWS 


Page 65 







(Red border and “Sale” on white. 


Size: 24” long—5” wide. Price: 3 for 25¢— 
10¢ each.) 


ORE SHOES | 





Annual Display Card Service 
Includes 


EXCLUSIVE FRANCHISE is given with annual card service 
to one merchant in an average size town, suburb or city shop- 
ping center. 


STORE WINDOW ptr supplies merchandising and 
display suggestions each month 


SPECIAL CARDS, with wording as wanted. 
EXCHANGE OF CARDS: Annual card service subscribers may 


7 exchange any cards received for others of the current month, 
3 whose texts better cover their merchandising program. 

: PRICE TICKETS: Blank tickets, matching the current month's 
: cards, supplied free. Neat tickets with prices as wanted, but 


not harmonizing with the show cards, supplied free, if pre 
ferred to blanks; harmonizing tickets with prices as wanted, 
to assure well blended trim, are 35¢ per fifty, additional. 


ahi. HOLDERS 


Oval base — bur- 
— nished gold— 
three color trim. 










The 
Smart 


_— These modernistic 

holders take any - Comjortate, 
ag size card. They 
T harmonize with per 





ep the finest of win- 
0 dow display fix- 
22 tures. 











Merchants Service Dept. 
BOOT AND SHOE RECORDER 
209 So. State St., Chicago, Il. 










Select the Service You Wish— 
Mail Coupon—See Sales Jump! 
SERVICE NO. 1—$5.00 monthly: 


12 display cards ... 6 holders... 
100 blank harmonizing price tickets 


SERVICE NO. 2—$4.00 monthly: 
8 display cards... 4 holders . 


100 blank harmonizing price tickets 


SERVICE NO. 3—$3.00 monthly: 
6 display cards... 2 holders... 


50 blank harmonizing price tickets 


SERVICE NO. 4—$2.25 monthly: 
4 display cards... 2 holders... 
50 blank harmonizing price tickets 


COUPON 


BOOT AND SHOE RECORDER 
209 So. State St., Chicago, Ill. 


Please enter our order for the Recorder “Selling 
Message,” beginning with April, for card service 
Nels cccdaeks » for one year, consisting of......... card 
holders (with the first month’s service), ........ cards 
ONGs co ccenss blank tickets each month—OR—........ 

IMPRINTED tickets at 35¢ per fifty, additional, for 
which we will pay $....... per year, payable $..... : 
per month. For cash in advance, full year’s service. 
5% discount. Checks from foreign subseribers must 
be drawn on United States banks, or include exchange. 
(If for any unforeseen reason we wish to discontinue 
service before expiration of order, we agree to pay 
$1.00 per month additional for each month’s service 
delivered, and agree to return the card holders.) 


We sell MEN’S, WOMEN’S, CHILDREN’S SHOES, and 
WOMEN’S HOSIERY. (Cross out lines not carried.) 
We wish IMPRINTED TICKETS @ 35¢ per fifty: 


QHNOE fo co kocceccccss ecu dacdusnecesseucevessuanaes ’ 
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CLAWIFIED ano WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 


+ . * 


ao 





( ___—_—_1 


SALESMEN WANTED 


SALESMAN WANTED 


POSITION WANTED 








Wanted—Experienced salesman for 
Texas and southeastern territory on 
Pied Piper and Red School House 
Shoes. Give full details in first letter 
to receive consideration. Mention 
age, present and previous connections, 
— volume of sales, territory cov- 
ered. 


PIED PIPER SHOE COMPANY 


Wausau, Wisconsin 











SALESMAN WANTED for Mississippi, Vir- 
ginia, Washington and Oregon to sell face 
styled line Ladies’ In-Stock Novelty shoes re- 
tailing at $1.50 to $4.00. Need men with road 
selling experience and who are interested in a 
live and profitable proposition. Address E-218, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





SIDE line salesmen — commission basis — sell 

manufacturer’s line ladies’ novelty shoes and 
slippers. Good opportunity for right men. Give 
territory, experience and reference. Address 
E-222, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





T? sell to volume buyers only. Line of chil- 
dren’s stitchdown shoes. Size two to nine. 
Dollar retailers. Made in St. Louis. Address 
E-226, care Boot & Shoe "heserder, 1627 Locust 
St., St. Louis, Mo. 





SALESMEN, wanted for Virginia, West Vir- 
ginia, Florida, Georgia, Mississippi, Alabama, 
Mexico, and New ork State. 
in producers. Give references 
first letter. igh commission proposition. Wo- 
men’s agg pect McKay Shoes, also Ladies’ 
and House Slippers. Address 
E-227, care my 7 anes, — 239 West 
39th Street, New York, 


Arizona, N 4 
Interested onl 





EXPERIENCED salesman wanted to_ sell 
medium line of Hard and Soft Sole House 
Slippers to the Retail Trade. Write to Miss 
Wang, 494 E. 91st St., Brooklyn, N. Y. 





EXPERIENCED salesman for house slippers 
and beach sandals. Medium priced line. To 
sell on volume business. Chain store and Job- 
ber trade. Excellent opportunity for right sales- 
man. Full line of everything, soft and_hard 
soles. Write details at once. Address E-231, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





SALESMEN on straight commission, reliable 
concern, manufacturers men’s and women’s 
hard and soft sole slippers; only those ac- 
quainted with chains and jobbing trade for 
South, Middle West, and Pacific coast. Address 
E-232, care Boot & Shoe —_ 239 West 
39th Street, New York, N. 


RETAIL SHOE SALESMAN desires position 
in shoe or department store. Age 35, 15 
years’ successful experience, expert shoe fitter, 
pleasing personality, excellent character, A-! 
references. Will start at small salary and go 
anywhere. Maurice M. Finker, 600 W. 164th 
Street, New York, N. Y. 














LINE WANTED 


BUSINESS OPPORTUNITY 








ANTED: Line Growing Girls’, Misses’ and 

Children’s Welts and Stitchdowns; also line 
of Men’s and Boys’ Work and Sport Shoes for 
Midwest territory. Can furnish satisfactory 
reference in every way. John Allen, 624 Clin- 
ton Street, Des Moines, Iowa. 





ANTED: A line of women’s novelties to re- 
tail from $3 to $5 for all of New York and 
New Jersey. Address E-228, care Boot & Shoe 
a. oni 239 West 39th Street, New York, 








FOR SALE 








SHOE STORE—Modern, beautiful. Best lo- 
cation on Hollywood Blvd., Hollywood, Cali- 
fornia. Exclusive agency two of America’s 
best selling lines women’s and children’s 
shoes. Excellent opportunity for right party. 
Ten thousand cash required. 
Address E-229, 
eare BOOT & SHOE RECORDER, 
239 West 39th Street, New York, N. 











FOR Sale ladies’ specialty shoe shop, popular 
priced shoes 100% location, excellent oppor- 
tunity in Albany, N. Y., very cheap lease. 
Write for particulars. Address E-230, care 
Boot & Shoe ee 239 West 39th Street, 
New York, N. 








POSITION WANTED 


XPERT shoe fitter and salesman desires 

connection in men’s department. Formerl 
with Volk Bros. Co., Dallas, Texas, in men’s 
department for 9 years. Graduate shoe fitter 
from E. T. Wright & Co. Arch-Preserver 
School. Al references as to business ability 
and honesty. John J. Skally, 803 Church St., 
Mobile, Ala. 








SHOE Style Service, Unique displaying all the 
popular style trends, keeps you constantly in- 
formed, costing only $1.95 weekly. Particulars 
by request. Address E-211, care Boot & Shoe 
aa er, 239 West 39th ‘Street, New York, 








MAKE BIG MONE Y—‘Nature’s Foundation’ 
Foot Health Service. Learn by mail to make 
‘Nature’s Foundation’ Foot Appliances. Positive 
in their action. Individual. Cost of training, 
$25.00. Easy terms. New easy method of taking 
impressions of the stockinged foot and making 
plaster casts. I d free to stu- 
dents or sold separately at $5. 00 per set of molds. 
PLYMOUTH FOOT APPLIANCE CO. 
14 W. Broadway, Plymouth, Ohio 














Money in Foot Correction— 
BE A TECHNOPEDIST 


Our duates are buildi successful aon in 

this new and aicnified profession. Home 

Course, including working models and cquipment, 

furnished at low cost. Easy terms. Write. 

THE bag = mag oy ry INSTITUTE 
uite 914—Wiss ee. 

665-671 BROAD 8T., NEWARK, N. J. 




















MERCHANTS’ NEEDS 


Poy Cup 


for Price Tickets 





$4.00 


$2.25 
HALF GROSS 
Tilits at Any Angle 
M. D. Pollinger Co. 


HOLLAND BLDG. 
8T. Louis mo. 





mum 
When a bo 
address should be 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all pea et advertisements. 
charge 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge 
x number is desired twelve words should be added for the address. Co ar aa ab word 0 = 


The rate for all displayed classified advertisements is $5.00 ar inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
3” Advertisements for this page must be in our New York office on Friday of the week preceding publication. “Gg 
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MERCHANTS’ NEEDS 








The METZ HEEL 
CONFORMER 


Patent Pending 


is the first device manufactured for 
distribution by the inventor, per- 
fected for the art of shrinking 
leather evenly, effectively and 
safely, is simplified and not me- 
chanical. 

The shoe trade is warned against 
the acceptance of any substitutes 
or infringements by other prvuducts. 


Overcomes slipping at heels, gap- 
ping at sides, raises vamps, and 
generally assures a perfect fit, thus 
avoiding refunds and complaints. 


The pressure of your fingers against 
the shoe placed over the Heel Con- 
former controls the shrinkage to a 
desired portion. A balanced tem- 
perature is distributed, obtaining 
the desired uniform shrinkage of 
leather. 


$25.00 F.O.B. Send for Catalog 


METZ DEVICE CO. 
Manufacturers and Distributors 
203 Market St. Paterson, N. J. 











New Sandal Shop for 


Broadway-Hollywood 


HoLLywoop, CALir.—A sandal shop 
with a summer atmosphere, embellish- 
ed with an awning, is to be a Summer 
feature of the fine shoe department in 
the Broadway Department Store in 
Hollywood, according to Frank Baker, 
manager, who is supervising the im- 
provement. Business in this depart- 
ment, occupying a large portion of the 
mezzanine floor, has shown good in- 
creases in the last year, necessitating 
rearrangement of displays, etc. 

During March there was a big play 
on the dressier types of spectators. 
White fabrics with leather trims have 
moved out rapidly and there has been 
a big demand for the reverse trims, 
that is the darker materials in the 
body of the shoe and the lighter mate- 
rials in the trim. A good example of 
this is the navy blues with white trim, 
in many numbers the former being in 
fabric and the latter in kid or baby 
calf, 
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Patent and Blue 


San ANTONIO, TEX.—In commenting 
on the local style situation, E. B. Fisher 
of the Guarantee Shoe Co. said, “Wo- 
men’s patent leather shoes are coming 
right along. The open type sandals 
are smart and will carry through the 
Summer, if the patterns are very open. 
Patents are bound to show continuous 
interest this Summer and we look for 
further developments in them in the 
Fall. 

“Blue is tremendous in every price 
from $3.85 to $15.00. We believe that 
blue will sell in the right types all 
through the Summer. Perforated pat- 
terns, sandals with little touches of 
white, and blue mesh in the better 
grades are particularly good. Last year 
we started to sell white shoes in Febru- 
ary and by June the trade was tired 
of looking at them. We are looking 
for a good white season this year but 
the added interest in patents, blues and 
pastels will be the means of stimulating 
sales considerably. Red kid is bigger 
than ever with the volume being done 
in the $6.50 and $8.50 grades.” 


Soles for Fall Shoes 


LyNN, Mass.—Shoe manufacturers 
are trying to figure out prices of soles 
for Fall and Winter shoes. It’s a situ- 
ation of uncommon complications. 

Ordinarily, manufacturers pay from 
10 to 15 cents a pair for soles for 
shoes of the $2 retailer class. Whether 
they’ll have to pay more or less in the 
next run is dependent upon what 
others may do. 

Uncle Sam is paying 30 cents a pair 
and up, even 34 cents for outsoles for 
shoes for the army and the forestry 
corps. Or, at least, firms having army 
shoe contracts are so doing. 

Output of army shoes is reported in 
larger volume than for any period since 
the World War. And there is further 
report that the government is to let 
other large contracts. 

So, if the federal government buys 
many shoes, sole leather prices are like- 
ly to move upwards, especially for the 
better grades of weighty sole leather, 
and the offal thereof, for the govern- 
ment insists on solid leather shoes, and 
good leather for the counters, the box 
toes and the heels, as well as the out- 
soles. 

Heavy hides are scarce because of 
the drought, which adds further to 
the complication. And there are sub- 
stitutes, like rubber soles. 

Soles of popular novelties are usual- 
ly of comparatively light leather. But 
there are some kinds of women’s shoes 
that require an outsole of heavy 
leather. Some new styles are favor- 
able to stout soles. So there are com- 
plications, and shoe manufacturers are 
wondering what to do about soles, and, 
generally speaking, they can do nothing 
until they hear from buyers as to their 
judgment on prices and styles. 
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WANTED TO PURCHASE 








@ SPOT CASH 
FOR SURPLUS OR ENTIRE 
BRANDED SHOE STOCKS 


195 Lincoln St., Boston, Mass. 
Phone Liberty 2590 








CASH FOR BRANDED SHOES 


RETAIL OR FACTORY STOCKS 
References: I. Miller, Nunn-Bush, Geller, Beek, 
Saks—5th Avenue, Melville, Bostonian, ete. 

BARIS SHOE COMPANY, Inc. 

79 READE STREET, NEW YORK 
Telephone: WORTH 2-5180, 518! 








Buyers of Surplus Stocks 


We will bey surplus er entire stocks ef shees 
from manufacturers, jebbers or retailers. 


QUANTITY NO OBJECT 
KIRSCH - BLACHER CO., Inc. 
106 Duane St. New York 
Phene Worth 2-5377 and 5378 








WE BUY 
lus Wholesale and Retail 
. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
Arch Preserver, Queen Quality. Bos- 


IRVIN RUBIN 
“The House of Jobe’ 
89 Reade St. Cor. Church 
Phone Barclay 7-7887 New York City 


y, 
tonians, Etc. 








CASH PAID 
FOR ENTIRE OR PART STOCKS 
Shoes, Dry Goods or Clothing 
No Quantity Too Large or Toe Small 
MAX KALTER & CO., INC. 


Phone Canal 6-4371 
591 BROADWAY NEW YORK CITY 











Sandals for Men 


SAN ANTONIO, TExAS—Men’s san- 
dals will account for fully 50 per cent 
of the sport shoe business this Spring 
and Summer in the Guarantee Shoe 
Co., according to buyer E. C. McNeill. 
The balance will be divided with 30 per 
cent all white and 20 per cent combina- 
tions of black, brown and white. This 
percentage is based on what was sold 
in men’s sandals for last year and the 
sales for the first three months of this 
year. Two weeks of warm weather 
with the temperature in the 80’s caused 
many men to turn to sandal wearing 
much earlier than last year. 

The store is carrying 15 styles in 
men’s sandals with three colors to each 
pattern. At the beginning of the sea- 
son the closed models sell best, espe- 
cially those with the zipper fronts, 
while the open strap kinds are being 
held back until after Easter. Men from 
all walks of life are buying and wear- 
ing sandals this year. Even the con- 
servative business and_ professional 
men are buying them for street and 
sportswear. 
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To 
Our Advertisers 


In This Issue 





ASTER is a festival that looms large on the 
shoe store calendar, and this year it 

promises to have a significance even greater 
than usual. Delayed Spring, unseasonable 
weather, dust storms and what not have 
tended to interfere more or less with the 
progress of early Spring selling in many lo- 
calities. So a great deal depends upon 
Easter business, and upon the weeks imme- 
diately following Easter. 

The trade generally will watch Easter trade 
as an index of what styles and types of shoes 
the public will buy between now and the be- 
ginning of Summer. And so the RECORDER 
brings you next week a telegraphic survey of 
Easter shoe business in important retail centers 
the country over. This is the kind of knowledge 
that enables merchants to plan their course 
intelligently, and we aim to cover the situa- 
tion as comprehensively as possible, giving 
the salient facts of vital importance that every 
retailer will wish to know. 


A prominent retail merchandising and ad- 
vertising executive gives his views, in another 
article, on the sort of policies that should pre- 
vail to make a business successful in 1935. 
There will be an interesting story, also, on how 
a Chicago shoe man increased his business by 
And other 
timely features in tune with the trend of this 


modernizing store and equipment. 


season's progress in shoe selling. 





Hosiery Sales Active 


Kansas City, Mo.—There is much 
activity in the hosiery department of 
the Peacock shop, keeping pace with 
the increased demand for shoes, since 
the opening of the Spring season. 
Whether the buying is in anticipation 
of Easter or just regular seasonal 
business is not known, but there is a 
marked improvement over a year ago. 


Miss DePasco, who has charge of the 
hosiery department at the Peacock shop 
says that navy and the new Blue 
Rhapsody are the volume sellers at this 
time. Blue Rhapsody is a misty shade, 
serving either as blue or gray. The 
popular prices in the navy hose are 
the $1 and $1.15 numbers, in the two 
and three threads. In Blue Rhapsody 
the greatest demand is for the two- 
thread at $1.15. 


There is also a strong demand for 
shorties at 79 cents and $1 in three 
and four-threads. 
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Consistently, year after year, the name 
Hubschman has stood for highest quality 
and superior craftsmanship. This is best ex- 
emplified by Hubschman’s TANDRITE CALF 


—exactly the leather for the fashionable foor. 


Tandrite Calf, offered in all the shades 
decreed by fashion and the ever-popular 


lustrous black, is truly a masterpiece of the 


tanner’s art. 


See these leathers at the Official Opening 
-- « American Leathers by members of 
Tanners’ Council of America—Booth 60, 
Waldorf Astoria Hotel, April 29th and 30th. 
E. HUBSCHMAN & SONS, INC. 








PHILADELPHIA J 
Janners of ~~ Calf Leathers AA 
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Esquire and all the latest grains in black and brown. Shubuck, a smart shoe covering in browns and 
grays—Swatches on request 


On display Waldorf Astoria, Booth 14, New York, April 29th and 30th 
JOINT STYLES CONFERENCE AND TANNERS COUNCIL 


GUTMANN G-COMPANY + CHICAGO 
Bs 
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Scene: Executive Office of Shoe Mfg. Co., Inc. 
Time: Today. 


“We reach this conclusion. Retailers who 
want to quit making profits by switching from 
such sure money-makers as our Levor white 
kid shoes to any novelties are not good 
merchants. Just because they've sold whites 
early does not mean that they cannot sell twice 


as many more! 


“They're gamblers when there is no reason 
to be! Our customers will thank us for 
keeping Levor white kid in stock on all 
models until August first. 


“This is certainly a three turn-over season 
for white kid shoes!” 
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At. COLGR 


The increasing volume of Colonial Colored Patent 
being used for trims, combination and all-over 
shoes verifies its reputation as the finest colored 
patent—and confirms the return of patent leather 
to style. It is available in all authentic colors. At 
the moment the most popular shades are— 

Marine Blue No. 113 Mascara Brown No. 99 


Monte Carlo Blue No. 182 African Brown No. 156 
Tailleur Green No. 151 Raspberry No. 195 


GUNMETAL PATENT AND WHITE PATENT 
VISIT US AT BOOTH No. 38 FALL LEATHER OPENING 


COLONIAL colored PATENT 


COLONIAL _TANNING\ 
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For Women’s Dainty 
Footwear 

K567 Ginger Brown 

K509 Araby Green 

K539 Indies Brown 

K549 Marrona 

K526 Praline 

K546 Marine Blue 

K550 Bourbon 
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REVUE 


For Men’s Style and 
Quality Footwear 
#71 Vintage Brown 
#70 Pointer Brown 
#66 Spaniel Brown 
#88 Bourbon 
Its superb  tannage 
makes it the “World’s 
Finest Colored Calf.” 


Available in all the 
Fall Fashion Shades, 
with several new de- 
signs which will aid 
the Stylist in adding 
to the salability and 
popularity of shoes 
either for the mass or 


y 
\ 


y ) 
\ \ 


SHOWING AT BOOTH 29 ® JOINT STYLES CONFERENCE AND 


o- Beyond the Pootlighto 


the sparkle that intrigues the eye must have the intrinsic merit 
of quality, for the stylist can have no less if he is to build consumer appeal into 











his creations. . . . The fine details of pattern must have the “Background for 
Beauty of Style” and it is just that which Ohio’s fine calf leathers supply. . . . 
Depth of color tone and a fine sheen distinguishes Ohio’s Fall Fashion Colors. 
And each color is authentic! They will aid the Shoe Stylists in blazing the fashion 
trail for Fall in men’s, women’s and juvenile footwear. . . . You are cordially 
invited to inspect these new creations at the Ohio Booth No. 29 at the Waldorf- 
Astoria; and for those unable to attend, swatches will be sent on request. 
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WASHETTE 





Fil Tone tol Wee Comes in White and A fine non-cracking 
and Children’s fine Fashion Colors. The Black, also #35 Fall 
original and finest Brown; also CAMEO 


+ Be paar ae washable calf. Adds SUEDES of registered 
to selected skins makes sales appeal to Profes- designs in Blue, 
“The World’s sional, Occupational Brown, Green, and 

and Children’s white Black. They add qual. 


usuall footwear—mellow, and ity and fineness to 
fine se arain pe gg non-cracking. dainty shoes. 


t 


TANNERS COUNCIL © WALDORF-ASTORIA, NEW YORK © APRIL 29-30 


ciel Comapillts, Conic 


FENE CALF LEATHERS 


De Ohio Leather Company 


| GIRARD OHIO 
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ROSEBAY WILLOW 


a natural complement forlk 
























ara eer ~ 












. . . equally correct withl, 





Being one of that new family of different calf leathers whose 
sleek, light, elastic suppleness has won high favor in the 
smartest footwear, Rosebay Willow Calf has the fine tight 
grain and suave surface which most closely approxim- 
ates the smoother fabrics now coming into vogue. It 
will, of course, be popular for wear with silks for 
this reason—and because so many women have 
learned of its superior shape-holding qualities, 
as well as the comfort of its glove-like supple- 
ness. 
In fact, Rosebay Willow Calf has the unique 
distinction of being appropriate with any 
costume fabric for daytime wear. [Illus- 
trated at the left is a new French creation 
of mixed silk and linen. Rosebay Willow 
shoes make a perfect complement to this 
costume. 
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Above are illustrated 

the two extremes of 

— —— = 

sleek and the rough. 

With either, the fine, > 
ent aristocratic sur- H & i E A T H E R co 

ace of Rosebay Willow 

Calf would be most ap- BOSTON 

propriate and unques- MASS. 
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CARNIVAL OF . 


Six new and six repeat shades for 
women's shoes 





COLORS ArT ER long study and deliberation, the Joint Color Committees 
FOR of the allied shoe industries, in cooperation with the Textile Color 
Card Association, announce the Carnival of Color for Fall. 


WOMEN 


Ginger Brown 
Oriental Oxblood 
Araby Green 


THE background of the selections was made from a study of inter- 
national color movements in collaboration with dress and apparel 
industries in America—in forecast of what Mr. and Mrs. America 
and Little Miss and Master America might want in a new and better 


oe Fall and Winter 1935-36. 
Desert Sun Margaret Hayden Rorke, managing director of the Textile Color 


Card Association, describes the new shades as follows: 


Indies Brown 
Marrona Ginger Brown.... important high style interpretation of 
Praline Brown medium golden brown. Keys perfectly 


with fashionable “ginger” tone in textiles. Likewise smart with 
yellowish greens, rusts, gold and amber shades in costumes. Also a 
glove color. 


Marine Blue 
Bourbon 
Swagger Brown 


“ORIENTALS” 


As a decided innovation, the Association is promoting a special 
group of colors captioned “Orientals,” which reflects the Oriental 
influence in fashion. These rich colors, which possess depth and 
brightness, have high promotional value for Fall shoes of the spec- 
tator sports type. They are particularly adapted to sueded leathers 
and are to be used especially in combination with darker colors. 

The “Orientals” represent a smart evolution of the “Peasant 
Colors” previously launched by the Association and which influ- 
enced the popular “peasant” type of shoe. 


Oriental Oxblood. ™°*” lighter development of the oxblood 
family. Harmonious with important reds 


of the same tonality in textiles. Also has high fashion prestige as a 
contrast to tailored costumes in navy, Oxford Grey and other English 
mixtures. For the allover shoe and in combination with Marine Blue 
or black. Also a glove color. 


Araby Green .... smart rendition of Autumn Green. Com- 

plements a wide range of new greens in 
costumes. Also effective as a contrast to tweeds and English mixtures. 
Alone or in combination with brown leathers, Persian Amber or Desert 
Sun. Also a glove color. 











Persian Amber... ‘ich golden amber tone. A deeper and 

livelier Fall evolution of the popular 
Chamois Yellow of this Spring. Significant because it blends perfectly 
with the fashionable amber shades favored here and abroad. Also 
keys with smart “rustic” tones and deep cloudy pastels in Fall fabrics. 
In combination with brown leathers, Araby Green, Marine Blue or black. 





Hindu Rust...... fashionable new version of the popular 


Women in industry demonstrate their rust-toned leathers. Harmonizes closely with 
practical place in business when the rust and copper shades in Fall costumes. May also complement greens, 
stylists of the industry write the first warm beiges, tweeds and English mixtures, amber, gold and other 
fashion program subject to general animated sports hues, as well as “rustic” tones. Alone or in combination 






trade approval—April 29-30. with Persian Amber, Desert Sun or Araby Green. Also a glove color. 
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COLOR for FALL 


s s “ ” s 
rt Sun ......_ imteresting burnt orange hue for combina- 
Dese tion principally with brown leathers. Also 
combined with Araby Green or black. 


While the above “Orientals” are adapted principally to the spec- 
tator sports type of shoe, certain of these shades like Araby Green, 
Oriental Oxblood and Hindu Rust have a definite, though more 
limited place, for general wear. 


REPEATED COLORS 


Indies Brown ... retains its firm position as the most popular 

staple shade of dark neutral brown. Cor- 
rectly complements a wide range of browns in Fall apparel. Also keys 
with greens, rusts, beiges and many brilliant colors. 


continues as an important tone of warm 
Marrona . reddish brown. Blends with the smart 
reddish browns in textiles. May also be worn with gold and amber 
shades, rusts, greens, warm beiges, “rustic” tones and bright sports 
hues. Also a glove color. 


Praline Brown... this animated light brown, introduced last 

season as a high fashion shade, retains its 
smartness for wear with deep pastels and “rustic” tones. Likewise 
suitable with beiges, lively greens and other animated shades. A good 
combination color. : 


Marine Blue ...._ ‘emains the most successful shade for navy 

leather requirements, as it correctly com- 
plements Fall navy tones in costumes. For limited use in early Fall. 
Also a glove color. 


Bourbon .. this popular version of the russet-toned 

leathers is again recommended for tailored 
wear with tweeds and English mixtures, as well as navy. Also keys with 
rusts, greens and certain vibrant hues in the sports group. 


Swagger Brown . ‘evived as a good staple color for town 
or country wear with tailored costumes, 


especially tweeds. Also for campus and school shoes. 


The last-named colors, Bourbon and Swagger Brown, are especially 
suitable for combination with lively “Oriental” hues, as Persian Amber 
and Araby Green. Together with the group of five “Orientals,” they 
have decided promotional value for the campus and spectator sports 
shoe, especially in connection with the merchandising of football colors. 


Five new and one repeater for men 


F IVE new and one repeated color have been adopted for men’s 

shoes by the joint committee of tanners, shoe manufacturers and 

retailers in collaboration with the Textile Color Card Association. 
These shades comprise: 


TOWN & FIELD COLORS 


Pointer Brown... darker brown with warm undertone. Ex- 

tremely important for town shoes in both 

smooth and boarded leathers, as well as for Fall versions of service 
leather country types. 

[TurN TO PAGE 110, PLEASE] 





COLORS 
FOR 
MEN 


Pointer Brown 
Spaniel Tan 
Retriever Brown 
Greyhound 
Vintage Brown 
Bourbon 








No industry in America does a better 
collective preparatory job than the 
leather and shoe industry. It is the envy 
of everyapparel industryin America for 
its ability to anticipate a trend of color. 
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A SPORT LEATHER OF DISTINCTION 


has developed ALARIC CALF, which with its dis- 
tinctive appearance resulting from selected skins 
having a fine grain, has a tight break and a mellow 
feel that supply you with the essential factors 
necessary in the retailing of fine sport shoes for 
men and women. Its hand boarded grain gives 
refinement to its style appeal. . . . The develop- 
ment of EAGLE CALF which comes in smooth, 
also Scotch Grain, black and colors; also of 
ALARIC CALF have a background of 69 years of 
high grade tanning experience. 


No. 636—Arch Preserver, 
Brown Alaric Calf Shoe by E. T. Wright Co., Rockland, Mass. 
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THE SHOES BY BURLINGTON COUNTY SHOE CO. 
No. 3060—White Ottawa Elk Shoe by Burlington County Shoe Co., Mt. Holly, N. J. 


On Dirpliy 


JOINT STYLES CONFERENCE AND TANNERS COUNCIL 
HOTEL WALDORF-ASTORIA e NEW YORK e BOOTH 3 e APRIL 29-30, 1935 


PRoO»DUc TIS 


EAGLE CALF e ALARIC e WOLVERINE PRINTS e OTTAWA SIDES 
INDIAN HEAD PATEN e EXIBLE INNERSOLES e VEGETABLE LINING CALF 


EAGLE-OTTAWA LEATHER COMPANY 
GRAND HAVEN AND WHITEHALL, MICHIGAN 


New York—2 Park Avenue San Francisco—569 Howard Street $t. Lone’, ss Leavitt Co., 1602 Locust Street 
Chi - A 8 M. Taggert ‘Co., 1602 Locust Street 
icago—912 W. Washington Blvd. Philadelphia—Robt. D. Smith & Co., 325 Arch Street Boston—F. . “Dow Leather Co., 112 Beach Street 


(i 


PATENT 


THE SHOES BY BURLINGTON COUNTY SHOE CO. 


A 
T 


No. 3592—Indian Head Patent Shoe by Burlington County Shoe Co., Mt. Holly, N. J. 
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The Stylist Matching Colors 








1935 


AMERICAN 
TO 
FINEST 


Exhibit Committee 
Tanners Council of America 


James J. Lyons, Surpass Leather Co. 
Chairman 


James T. McCauley, Allied Kid Co. 


George H. Mealley, The Ohio Leather 
Co. 


Robert H. Mellin, A. C. Lawrence 
Leather Co. 


Frank H. Miller, G. Levor & Co., Inc. 


Louis J. Robertson, Bayer-Robertson 
Leather Corp. 


PARTICIPATING TANNERS 


Adams Buckskin Co.., Inc. 
Agoos Leather Cos., Inc. 


Allied Kid Company 
McNeely & Quaker City Divisions 
Standard Division 


New Castle Division 
Amalgamated Leather Co., Inc. 
William Amer Company 
American Hide and Leather Co. 
Armour Leather Co. 

Peter Baran & Sons, Inc. 

J. S. Barnet & Sons, Inc. 
Barrett & Co. 

Bayer Robertson Leather Corp. 


Lucius Beebe & Sons, Inc. 


Beggs & Cobb, Inc. 

Hugo Brand Leather Co. 

Brandt Leather Corp. 

N. Brezner & Co. 

Burk Brothers 

W. D. Byron & Sons of Maryland, 


Inc. 
Carr Leather Company 
Colonial Tanning Co. 
Dimond Kid Company, Inc. 
F. C. Donovan, Inc. 
Dungan, Hood & Co. 
Eagle-Ottawa Leather Co. 


Essex Tanning Co. 


John R. Evans & Co. 
Robert H. Foerderer, Inc. 
A. F. Gallun & Sons Corp. 
Goniprow Kid Co., Inc. 
Griess Pfleger Tanning Co 
Gutmann & Co. 

Henry Halle Tanning Co. 
L. H. Hamel Leather Co. 
Hamilton Kausel Co. 
Hiteman Leather Co. 

E, Hubschmann & Sons, Inc. 
Hunt Rankin Leather Co. 
|. M. Kaplan, Inc. 


C. D. Kepner Leather Co. 
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TANNERS 
SHOW 
PRODUCTS 


Official Opening of American 


Leathers for Fall, at the Waldorf- 


Astoria, New York, April 29-30, 
Will Set a New Record for Num- 
ber of Exhibitors, With Sixty-Two 


Tanners Participating 


A. C. Lawrence Leather 
G. Levor & Company, Inc. 
McNeely & Price Co. 
Mitchell & Peirson, Inc. 


R. Neumann & Company 
Newmarket Leather Co., Inc. 


Northwestern Leather Co. Trust 
































The Ohio Leather Company 
Fred Rueping Leather Co. 
Scherer Leather Co. 

Seton Leather Co. 


Samuel Shapiro 
Surpass Leather Co. 
Thayer Foss Company 









































TO asec 


Papeete 


one 


The Salesman Judging Leather 


Albert Trostel & Sons Co. 
Richard Young Company 
Winslow Brothers & Co. 
Kossbeck Leather Company 


Monard Leather Company 
Lord Tanning Company 


Verza Tanning Company 











THE TANNERS COUNCIL OF AMERICA 
LEATHER SHOW - APRIL 29-30, 1935 
~ BOOTH LAYOUT - 
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Garl &.Schuudt 


‘TO WHOM NO BRANCH OF KNOWLEDGE _ FOREIGN” 





V _ aa TES wal “we i 
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OF, and A MONUMENT fo 
THE MASTER, 


Carl 1.Schmint 


DEDICATED to the SAME HIGH 
SERVICE THAT DISTINGUISHED 
HIM-THIS TANNERY IS BEING 
REOPENED, STAFFED cydte SAME 
ORGANIZATION | HAD the HONOR 
toHEAD, WHEN it was PRIVILEGED 
TO SUPPLY the NEEDS of the 
SHOE INDUSTRY of 
AMERICA andthe WORLD 





| I §@ TRIBUTE % THE 
isl CHARACTER az/GENIUS 
Nh 






































Gal E. “Sra & Co. 


THE SCHMID DT CALF * LEATHERS 
DETROIT, MIC 
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A LEATHER SAMPLE 
BOOT AND SHOE 















|—Adams Buckskin Co., Inc. 
Johnstown, N. Y. 


| 2—Agoos Leather Cos., Inc. 


Boston, Mass. 


3—Allied Kid Company 
Standard Division, Boston, Mass. 
McNeely & Quaker City Divisions, Phila., Pa. 
New Castle Division, New York City 
4 4—Amalgamated Leather Companies, Inc. 


Wilmington, Delaware 


5—William Amer Company 


Know your leathers and you Philadelphia, Pa. 
wil be better equipped to buy 6—American Hide & Leather Co. 
the shoes that you can sell suc- Boston, Mass. 


cessfully and profitably. Read 
the advertisements of the tan- 7—Armour Leather Co. 


ners in BOOT AND SHOE 
















| RECORDER. See the new Fall 8—Peter Baran & Sons, Inc. 

leathers on display at the Harrison, N. J. 
Waldorf-Astoria, New York, 9—J. S. + & Sons. Inc. 

| April 29-30. Then select from = Rue . _— 







the lists in this section the 
leathers and colors in which you \0—Barrett & Co. 











are interested. Note the num- Newark, N. J. 
bers opposite the tanners' | |—Bayer Robertson Leather Corp. 
names on this and the following New York City 
page and check on the coupon 12—Lucius Beebe & Sons, Inc. 
below the numbers of tanners “tebe cali . 
from whom you would like to 
receive swatches. Mail the 13—Beggs & Cobb, Inc. 
coupon to BOOT AND SHOE Gaston, Mines. 
RECORDER and we will do the 14—Hugo Brand Leather Co. 
rest. Brooklyn, New York 










| am interested in the leathers and colors of the following lines. Please send me 
swatches and information on the checked numbers. 














ois + 5 | 1—2—3 —4—§ — 6 — 7 — 8 — 9 — 10 — I = 12 — 13 — 14 — 1S — 16 — 17 — 18 — 19 
o - | 

~N A = > 2 | 20—21 —22— 23 — 24 — 25 — 26 — 27 — 28 — 29 — 30 — 31 — 32 — 33 — 34 — 35 — 36 
Yt WN 

4 @ | RG * See s | 37 — 38 — 39 — 40 — 41 — 42 — 43 — 44 — 45 — 46 — 47 — 48 — 49 — 50 — 51 — 52 — 53 

Bots t 

re | O $7 3 54 — 55 — 56 — 57 — 58 — 59 — 60 
> 3 5 

se % | . 

O _ @ | Name (Print) 28 ETD Bee ee aC 





Address ; Gt, Se ere ree eee Siete: Lc Ree OR ne aN 
(Attach business card or letter-head) 
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SERVICE FOR 
RECORDER READERS 


15—Brandt Leather Corp. 


Norwood, Mass. 


16—N. Brezner & Co. 


Boston, Mass. 


17—Burk Brothers 
Philadelphia, Pa. 


18—W. D. Byron & Sons of Maryland, Inc. 


Williamsport, Md. 


19—Carr Leather Co. 
Peabody, Mass. 


20—Colonial Tanning Co. 


Boston, Mass. 


21—Dimond Kid Company, Inc. 


Boston, Mass. 


22—F. C. Donovan, Inc. 


Boston, Mass. 


23—Dungan, Hood & Co. 
Philadelphia, Pa. 


24—Eagle-Ottawa Leather Co. 
Whitehall, Michigan 


25—Essex Tanning Co. 


Boston, Mass. 


26—John R. Evans & Co. 


Camden, N. J. 


27—Robert H. Foerderer, Inc. 
Frankford, Philadelphia, Pa. 


28—A. F. Gallun & Sons Corp. 


Milwaukee, Wisconsin 


29—Goniprow Kid Co., Inc. 


Lynn, Mass. 


30—Griess Pfleger Tanning Co. 


Boston, Mass. 


31—Gutmann & Co. 
Chicago, Ill. 


32—Henry Halle Tanning Co. 
Newark, N. J. 


33—L. H. Hamel Leather Co. 
Haverhill, Mass. 


34—Hamilton Kausel Co. 
Peabody, Mass. 


35—Hiteman Leather Co. 
West Winfield, New York 


36—E. Hubschmann & Sons, Inc. 
Philadelphia, Pa. 


37—Hunt Rankin Leather Co. 


Boston, Mass. 


38—I. M. Kaplan, Inc. 


Boston, Mass. 


39—C. D, Kepner Leather Co. 


Boston, Mass. 


40—Kossbeck Leather Co. 
New York City 


4I1—A. C. Lawrence Leather Co. 
Peabody, Mass. 


42—G. Levor & Co., Inc. 
New York City 


43—Lord Tanning Company 
Woburn, Mass. 


44—McNeely & Price Co. 
Philadelphia, Pa. 


45—Mitchell & Peirson, Inc. 
Philadelphia, Pa 


46—Monarch Leather Co. 


Chicago, Illinois 


47—R. Neumann & Co. 
Hoboken, N. J. 


48—Newmarket Leather Co.., Inc. 
Newark, N. J. 


49—Northwestern Leather Co. Trust 


Boston, Mass. 


50—The Ohio Leather Company 
Girard, Ohio 


51—Fred Rueping Leather Co. 


Fond du Lac, Wisconsin 


52—Seton Leather Co. 
Newark, N. J. 


53—Samuel Shapiro 
New York City 


54—Scherer Leather Co. 
Milwaukee, Wisc. 


55—Surpass Leather Co. 
Philadelphia, Pa. 


56—Thayer Foss Company 


Boston, Mass. 


57—Albert Trostel & Son Co. 


Milwaukee, Wisc. 


58—Verza Tanning Co. 
Peabody, Mass. 


59—Richard Young Co. 
New York City 


60—Winslow Brothers & Smith Co. 


Norwood, Mass. 
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Ask us to send you complete information about our merchandis- 
ing and advertising helps. (| We will mail you a free copy of the 
“Daily Sales,” brim full of suggestions and plans that can in- 
crease your turnover on every shoe you have in stock. @ The 
“Daily Sales” not only helps you sell shoes of Kangaroo, but 

it also explains how you can use the dramatic and appealing 
story of “the strange Kangaroo” to move all your lines. 

@_ It describes the advertisements we will furnish free, 

and which you can run over your own name in your local 
newspapers. It shows how these advertisements actually 

look when placed in a paper, and explains the attention- 

getting power of the illustrations and the copy. @ We 

are furnishing these advertisements, prepared at our 

order and expense by a professional advertising agency, 

to dealers everywhere who sell shoes of genuine Kangaroo. 


Shoes of “kangaroo horse,” “kangaroo calf,” and “kangaroo sides,” 
of course, are not shoes of genuine Kangaroo—and offer neither you nor your 
customers the full advantages of the latter. 


itis KANGAROO tanned in AMERICA 





When writing advertisers please mention Boot and Shoe Recorder 
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Fashion 


Will Have Its Fling—April 29-30 


F ASHION will have its fling on April 29 and 30 
when the makers of shoes, tanners of hides and fitters 
of feet gather at the Styles Conference of the National 
Shoe Retailers Association to discuss the facts and 
fancies of shoe styles and to form a footwear fashion 
forecast for Fall in the conference rooms of the Wal- 
dorf-Astoria Hotel in New York City. 

For eighteen years America’s shoe men have met in 
the N. S. R. A. forum of fashion to construct a chart 
that will serve as a guide to the manufacturer and 
retailer. 

For eighteen years the shoe industry has benefited 
from these charts. 

This year’s conference brings new names, new faces 
and new ideas directly to hundreds of people assembled ; 
and indirectly, through press releases and bulletins, to 
the entire industry of shoes. 

Everit B. Terhune, publisher of the Boot anp SHOE 
RECORDER, will officiate as general chairman of the con- 
ference on April 29 and 30. . 

Monday, April 29, will be devoted primarily to the 
men’s, women’s and juvenile committee meetings, when 
the actual ground work of the conference will be 
effected. 

Tuesday, April 30, will be the scene of the general 
session, with a program of purpose and punch—offer- 
ing five leaders in fashion forecasting. The dominant 
note in women’s styles will be struck by Madame 
Bouét-Willaumez, who has just returned from Paris 
with the latest information, indicating the trend for 
women’s wear in the Fall. Mme. Bouét-Willaumez is 
renowned as a style expert and has devoted her time 
during the past few years to seasonal visits to the 
fashion centers of the world. Her talk will bring news 
of a noticeable trend towards color in sportswear and 
she believes that “Flats” have come to stay. There 
are many new notes and new adaptations to be pre- 
sented by picture and paragraph when Mme. Bouét- 
Willaumez talks to the assembled shoemen in the Star- 
light Roof of the Waldorf-Astoria on Tuesday morn- 
ing. 

Immediately following, the case for men’s wear will 
be presented by William H. Weintraub, publisher of 
a men’s fashion magazine. 


Madame Bouet-Willaumez 
Parisian Stylist will present the Feminine 


Shoe for Fall and Winter 


Other headliners on this day’s program will be 
Percival E. Foerderer, chairmanof the Board of 
Directors of the Tanners Council of America, who will 
explain the new developments in leather, and M. A. 
Mittelman, president of the National Shoe Retailers 
Association, who will strike a new note of cooperation. 

The semi-annual style conferences are among the 
most important national gatherings of the shoe trade 
held in the course of the year. ‘Timed well in advance 
of the dates when merchants must decide what styles 
they will buy for Fall, this meeting at the Waldorf- 
Astoria affords an opportunity to collect and consider 
all of the facts and evidence that will have an important 
bearing on fashions in footwear. In this way informa- 
tion is assembled and organized, to the end that style 
development may progress with intelligent direction. 
Costly errors are avoided, and merchants, big and 
small, are enabled to plan their purchases with intelli- 
gence and assurance. 

Besides the members of the 
prominent retailers from all parts of the country come 
to these meetings and find them a source of education, 
inspiration and profit. All indications point to an 


style committees, 


attendance even greater than usual. 
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You swing along briskly and 
joyously in Foot Delight Shoes 
.. with never a thought of your 
feet except the comforting con- 
sciousness that they look smart 
and never bother. You can 
thank the designers of these 
famous shoes for the in-built 
features so ingeniously con- 
trived and concealed as to make 
“foot delight” a gorgeous reality. 
‘Thank them for being so skill- 
ful in the fine points of styling 
and construction . . for provid- 
ing such things as just the right 
leather. As in the model illus- 
trated, the Lucerne. Like many 
another Foot Delight Shoe, - 
it is fashioned of Evans Kid — 
tannage of John R. Evans & 
Company, Camden, New Jersey. 





PROUD DISTINCTION 


AMERICA’S SMARTEST FOOTWEAR 
FOR WOMEN IS FASHIONED OF 
EVANS KID 


Evans Kid Leathers are an important item 
in fashionable footwear. Soft, mellow, and 
flexible, they have an enduring “natural 
beauty” that adds both smartness and value 
to a shoe. Successful manufacturers and 
merchants everywhere have discovered 
that shoes fashioned of Evans Kid have an 
“extra” consumer appeal which attracts 
customers. They know, too, that behind 
its external smartness, there is real dura- 
bility and pliability and a permanent pene- 


tration of color that is unexcelled. Tannage 


of John R. Evans & Co., Camden, N. J. 





| 
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STANDARD KID DIVISION BOOTH 32 
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COLORS FORA 
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GLAZED KID DOESKIN 
Indies Brown 32 923 
Marrona ........... 94 925 
Leaf ..... : 222 922 
Marine Blue .. 137 936 
Araby Green .... 163 96 
Oriental Oxblood . 445 957 
Desert Sun ... 993 
Persian Amber 995 
Hindu Rust .. 99 
Ginger .. 927 
Black ... 4 
Flint Gray . 176 
LINING COLORS 
Parchment ..... 54 ADDITIONAL 
Beige Taupe 103 DOESKIN COLORS 
4 Deertaupe . 108 
On display at Bonbon Pink . .. 109 Mandarin Orange ......... 903 
Booth 32 Pearlblu .. 133. Spanish Jade...» 982 
Official Opening of Lilyheart . seeith «teen. ee aes a Billiard Green ............ 965 
American ‘ Leathers Water Lily ae sass e BM Limoges Blue ............. 98! 
for Fall & Winter 1935-36 Paris Gray bcs ee Lilyheart .................... 983 
Hotel Waldorf-Astoria Gun Gray . woe CN SS | eae eran 984 
New York Pearl Gray 180 Lemontint .................. 987 
April 29th & 30th Flint Gray ... 182 OCC eee 988 
Mushroom . ney tonnes ene ere tee eee . 9% 
White .. <eoe Japanese Iris ................. 959 
Lemontint .. Rr eee SS 101 OO ee 99% 
EMBOSSED SUEDE 


Nine embossed leathers will be shown—Rinka, Mocra, Bamboo, 
Mosaic, Crestwood, Marcelle, Pinto, Acorn and Chevron. The 
three last named are demi-suedes. All of these are made in the 
following colors—Black, Indies, Marine, Araby Green, Oriental Ox- 
blood. Marcelle is also made in Flint Gray. Mosaic is made in an 
additional range of two-tone effects, 
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STANDARD KID 


DIVISION 
ALLIED KID COMPANY 


209 South Street, Boston, Massachusetts 
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ALL & WINTER 1935-36 
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QUAKER CITY DIVISION BOOTH 33 


WOMEN'S COLORS 


Indies Brown __. 


Marrona ...... 
Marine Blue .... 
Black Glazed Kid 
Black Silkid ..... 


MEN'S COLORS 
Spaniel Tan __. 


Retriever Brown 


Tete eee No. 26 
Meet eee No. 24 
Sale eee No. 39 
eS a Re ae ae On display at 
Booth 33 
Official Opening of 
American Leathers 
eee ea No. 10 for Fall & Winter 1935-36 
Hotel Waldorf-Astoria 
BPRS a peer tT TAG No. 20 New York 


April 29th & 30th 





QUAKER CITY 


DIVISION 


ALLIED KID COMPANY 
519 WEST HUNTINGDON ST. — PHILADELPHIA, PA. 
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NEW CASTLE DIVISION BOOTH 31 
WOMEN'S COLORS 





Indies Brown _.. . -..... No 172 
Rae eee ae No. 3N 
rer ee ee No. 86 
Marine ....... -........ No. 1330 
Araby Green............... No. 1141 
Oriental Oxblood espaol No. 1450 
Flint Gray .. ..... No 76 
MEN'S COLOR 
Retriever Brown ............ No. 300 


On display at 
Booth 31 
Official Opening of 
American Leathers 
for Fall & Winter 1935-36 
Hotel Waldorf-Astoria 
New York 
April 29th & 30th 








"Enamo is a beautiful new high lustre leather which ha 
a clear rather than a milky finish. It is available in a wide 
range of staple and fancy colors. Samples on display # 
the Booth." 
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\RBALL & WINTER 1935 - 36 
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McNEELY DIVISION BOOTH 33 


WOMEN'S COLORS 


Indies Brown . ~ _. No. 74 
No. 99 (dark) 
Marrona (Autumn). -... No. 25 
Marine Blue... —-——-—s«—s«‘ié‘ay..... No. 88 
No. 89 (dark) 
MEN'S COLORS eo 
Official Opening of 
Spaniel Tan (Sorrel)... No. 19 American Leathers 
for Fall & Winter 1935-36 
Retriever Brown (Dapper)... .... No. 28 a ee 


New York 
April 29th & 30th 





ALLIED KID COMPANY 


Huntingdon and Fairhill Streets, Philadelphia, Pa. 












When writing advertisers please mention Boot and Shoe Recorder 
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OUR bi gest MARKET 


Approximately 96 million ordinary men, women and children pay ordinary 
prices for footwear—look for and appreciate exceptional va‘ue and economy. 
Northwestern Leathers are tanned for the shoes these people buy. 
Northwestern Leathers deliver the value and make possible the eco- 

nomical prices these people expect. 

When your manufacturer says ‘These shoes are made of 
Northwestern’s Leather,” you can feel sure that you are getting 
reliable, reputation-protecting leather, which will build a 

repeat business. 


- DEER SKIN - ELKO - 
+SOOTAN - RUSSIDE- 


NEW YORK 
LEATHER 
OPENING 


LEATHER. company-trust. 


* BOSTON: MASSACHUSETTS - 











Page 100 BOOT AND SHOE RECORDER, April 20, 1935 


Sa PREME IN Wei ts 


Alle 


COLORS FOR FALL AND 


Brown, Black, Blue, and a group of dark bril- 
liants identified as Oriental Colors, is the 
color story for fall and winter—1935. 


Indies Brown No. 176, with its rich ruddy 
darkness, remains supreme in volume and 
high style. In kid or Charmooz Kid. 


Marrona Brown No. 123, a slightly browner 
brown, runs on a par with Indies. 


Neutral Brown No. 75, a perfect shade of 
brown, particularly adapted to volume foot- 
wear. 

Satin Kid—a superior black kid—typically 
Amalgamated; also black Charmooz. 


Marine Blue No. 159, for early fall selling, 
maintains its definite blueness, so necessary 
in gaining customer acceptance. In kid or 
Charmooz Kid. 


WHITE GLAZED KID No. 81 is always 


in demand in some part of the country. 








SUPREME IN 


SUPREME IN 


‘thid shoes contribute to the graceful lines 








Amalgamated Leather Companies, Inc. 
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SUPREME IN © 


Ic 


WINTER 1935 


Oriental Colors: 





Burnt Orange Charmooz Kid No. 930 
Burnt Orange Kidskin No. 69 


Chamois Charmooz Kid No. 943 
Pumpkin shade in kidskin No. 312 


Green Charmooz Kid No. 973 
Green Kidskin No. 540 
Green Amaleo No. 65 Inspect the new 


Fuchsia Kidskin No. 265 Amalgamated 
Fuchsia Amalco No. 93 Colors at... 





Hindu Rust No. 193 BOOTH No. 6 
THE WALDORF-ASTORIA 


Gold and Silver Kid APRIL 29-30 
Gold and Silver Paisley 











of the body—and youthful lines of the face” 





Wilmington, Del. 84 Gold St.N 


Page 10! 
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1935 


WHAT THE TANNERS WILL SHOW 


Brands and Colors of Leathers 
for Fall, to Be on Display at the 
Waldorf-Astoria, April 29-30, 1935 


THE ADAMS BUCKSKIN CO., INC. 


Genuine White Buckskin for men’s, 
women’s and children’s shoes 


AGOOS LEATHER COMPANIES, 
INC. 
Colored Kid 
Black and Colored Suede Calf 
Black and Colored Suede Kid 
Embossed Leathers in new Fall grains 
and colorings 


Genuine Buffalo 
Demi Suede Calf and Kip 


ALLIED KID COMPANY 
Booth 33 


This Division will show glazed kid 
only. The colors are: 

Indies Brown, No. 74; No. 99 (dark) 
Marrona, No. 25 

Marine Blue, No. 88; No. 89 (dark) 
Spaniel Tan, No. 19 

Retriever Brown, No. 28 


McNeely Division 


Quaker City Division—Booth 33 


This Division will show Glazed Kid 
and Black Silkid. The colors are: 
Indies Brown, No. 26 

Marrona, No. 24 

Marine Blue, No. 39 

Black Glazed Kid 

Black Silkid 

Spaniel Tan, No. 10 

Retriever Brown, No. 20 


Standard Kid Division—Booth 32 


This Division will show Vode Glazed 
Kid, Vode Doeskins, Vode Linings. 
and nine embossed leathers, three of 
which are demi-suedes. The colors 
run as follows: 
Glazed 

Kid Doeskin 
Indies Brown 32 923 
Marrona 94 925 
Leaf 222 922 
Marine Blue 137 936 
Araby Green 163 964 
Oriental Oxblood 445 957 


Desert Sun 


Persian Amber 

Hindu Rust 

Ginger 

Black 

Flint Grey 176 


Lining Colors 


Parchment, No. 54 
Beige Taupe, No. 103 
Deertaupe, No. 108 
Bonbon Pink, No. 109 
Pearlblu, No. 133 
Lilyheart, No. 113 
Water Lily, No. 151 
Paris Grey, No. 197 
Gun Grey, No. 181 
Pearl Grey, No. 180 
Flint Grey, No. 182 
Mushroom, No. 123 
White 

Lemontint, No. 101 


Additional Doeskin Colors 


Mandarin Orange, No. 903 

Spanish Jade, No. 962 

Billiard Green, No. 965 

Limoges Blue, No. 981 

Lilyheart, No. 983 

Pearlblu, No. 984 

Lemontint, No. 987 

Lotusblu, No. 988 

Bleuté, No. 994 

Japanese Iris, No. 959 

Ciel Pink, No. 996 

The embossed leathers are Rinka, 
Mocra, Bamboo, Mosaic, Crestwood, 
Marcelle, the demi-suedes, Pinto, 
Acorn and Chevron. All of these are 
made in the following colors: Black, 
Indies, Marine, Araby Green, Oriental 
Oxblood. Marcelle is also made in 
Flint Grey. Mosaic is made in an 
additional range of two tone effects. 


New Castle Division—Booth 31 


This Division will show glazed kid 
and an extensive line of colors in 
Enamo. The glazed kid colors run 
as follows: 

Indies Brown, No. 172 

Praline. No. 3N 


Leaf, No. 86 

Marine, No. 1330 

Araby Green, No. 1141 
Oriental Oxblood, No. 1450 
Flint Grey, No. 76 


AMALGAMATED LEATHER 
COMPANIES, INC. 


Indies Brown Kid No. 176 

Brown Charmooz Kid 

Marrona Brown Kid No. 123 

Neutral Brown Kid No. 75 

Marine Blue Kid No. 159 

Navy Charmooz Kid 

Satin Kid 

Black Charmooz Kid 

White Glazed Kid No. 81 

Burnt Orange Charmooz Kid No. 930 

Burnt Orange Kidskin No. 69 

Fuchsia Kidskin No. 265 

Green Charmooz Kid No. 973 

Green Kid No. 540 

Chamois Charmooz Kid No. 943 

Hindu Russet No. 193 

Gold Kid 

Silver Kid 

Gold Paisley 

Silver Paisley—Amalcos and Amalacs 
in all colors 


WILLIAM AMER COMPANY 


Black Glazed “King Kid” 

Black Satin “King Kid” 

White Kid—“Snow King Kid” 

Fancy Kid Grain Leathers in both 
black and colors 


AMERICAN HIDE AND LEATHER 
COMPANY 


Willow Calf 
Rosebay Willow Calf 
Princess Calf 
Royal Calf 
Ooze Calf 
Pocketbook Calf 
Empire Sides 
Amerigrain Elk 
[Turn TO PAGE 104, PLEASE | 
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LEATHER COMPANY 
NEWARK NEWJERSEY 
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ARMOUR LEATHER COMPANY 


Black and Colored Ivory Kips—Cor- 
rected Grain 

Black and Colored Moose Kips—Cor- 
rected Grain 

Black and Colored Bokide Elk Kips— 
Full Grain 

Aniline Colored Buck 

Also, a new line of Zetche Grains in 
the popular designs and colors 
for men’s Fall shoes. 


PETER BARAN & SONS, INC. 


Genuine Alligator Leather in Fall 
Colors 


J. S. BARNET & SONS, INC. 


Thorobred Calf 

Gloria 

Brawnie 

Barnet Suede 

Men’s and Women’s Leathers—Sport 
Designs in Suede 


BARRETT & COMPANY 


Llama Calf 
(L and LM weight for lined shoes) 
(M and HM weight natural back 
for unlined shoes) 
Dull Black 
Dull Indies Brown 
Dull Marrona 
Dull Ginger Brown 
Dull Hindu Rust 
Dull Araby Green 
Dull Marine Blue 
Llama Calf 
(M, HM and H weights for men’s 
shoes) 
Black 
Brown 
Tan 
Shoepeg Suevel Calf 
Black 
Brown 
Araby Green 
Marine Blue 
Byzantine Suevel Calf 
Black 
Brown 
Araby Green 
Marine Blue 
Rickrack Suevel Calf 
Black 
Brown 
Araby Green 
Marine Blue 
Cobble Suevel Calf 
Black 
Brown 
Araby Green 
Marine Blue 
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Glazed Carib Alligator and Calcutta 
Lizard Calf 
Marrona 
Amber 
Black 
Dull Soft Levant and Sudan Calf 
Black 
Brown 
Marine 


BAYER-ROBERTSON LEATHER 
CORPORATION 


A full line of reptiles in all the vari- 
ous colors prescribed for Fall 
wear 


LUCIUS BEEBE & SONS, INC. 


A full line of Patent Leather in blacks 
and colors. Also suede kid in 
blacks and colors. Some Prints 
and some White Leather 


BEGGS & COBB, INC. 


Smooth Dress Sides in black and 
colors 

Sport Elk 

Patent Leather 

Lining 

Shoe Splits 


HUGO BRAND LEATHER 
COMPANY, INC. 


A complete line of grains on Goat 
skins in black, brown, blue, red 
and green 


BRANDT LEATHER 
CORPORATION 


Plain and fancy calf and sheep, 
standard and novel designs in all 
standard and fashionable shades 


N. BREZNER & COMPANY 


Streamline Prints 

Suede-Glo 

Also regular line of Novelty Prints 

On the Streamline Prints, Mandarin, 
Marina, Satina, Aztec, Barkette, 
Rialto, Andes, Moulin and Vien- 
nese designs will be featured in 
attractive shades like Black, 
Brown and Blue 

On Rebular Prints, Rumba, Levant, 
Mystic, Wave, Waffle, Grizzly, 
Pebble and Essdam designs will 
be featured in all popular Fall 
shades 


BURK BROTHERS 


Black Glazed Kid 
Satin Matt Kid 
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Brown Kid 

White Kid 

Opaloxide Silk Finish—various 
shades 


Opalox 


W. D. BYRON & SONS 
OF MARYLAND 


Potomac Chrome Sides in the Lead- 
ing Fashionable Fall Colors and 
Popular Grains 

For Women’s Shoes 

White and Cream Buck 

Black Patent 

Brown and Black Smooth in Vel- 
vety Finish 

Harmonizing Grains 

Byron Oak Tanned Flexible Inner- 
soles and Heels 

For Men’s and Boys’ 

Potomac Chrome Elk Leathers in 
popular colors 

Brown and Black Smooth 

Twotone Grains 

For Children’s Shoes 

Black Patent 

Potomac Chrome Elk Leathers in 
black, tan, brown, smokes and 
white 

Black and Brown Smooth Finish 

Byron Oak Tanned Flexible Inner- 
soles 


CARR LEATHER COMPANY 


Suedes 

Black, No. 50 

Brown, No. 80-D 

Brown, No. 60 

Ginger Brown, No. 118 

Burgundy, No. 6 

Blue, No. 8 

Araby Green, No. 15 

Grey, No. 29 
Carr-Buck 

White, No. 100 

Red, No. 101 

Chamois, No. 112 

Beige, No. 91 

Green, No. 16 

Brown, No. 118 

Grey, No. 34 

Blue, No. 109 

Blue, No. 108 

Brown, No. 60 

Black, No. 75 
Embossed Sueded Calf in 25 different 

designs 

Black 

Brown 

Blue 

Green 

Burgundy . 

White 

[Turn TO PAGE 106, PLEASE] 
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How much more alive would the above drawing of the 
little Alpine Swiss village be were it in full colors... 
purple of the distant mountains . . . pinks and yellows and 
lavender of the flowers in the foreground ... blue sky 
...and the litle village itself nestled in the deep green 
valley. Color has attention value—selling power! 

By and large, Black Glazed Kid will always furnish the 
bulk of your sales. But people aren't color blind! Shoes 
in colors—if those colors are rightly chosen—will attract 
an attention, and command a profit margin that is hard 
to equal. 

Surpass Brown Glazed Kid, color #41, is tanned from 
especially selected raw stock. The finished skins have a 


SURPASS 
BLUE 


lustrous, silky surface, a richness and firmness of texture 
that make a finished shoe of outstanding beauty. They 
offer the same standards: of quality and uniformity which 
have been established and are being maintained in Surpass 
Black . . . with a shade and tone of Brown, in our new color 
#41, that completely harmonizes with the stylist's current 
costume and ensemble chart. Look at it in a line of shoes— 
or write us for samples. The Surpass Leather Company, 
9th and Westmoreland Streets, Philadelphia, Penna. 
Branch Offices in New York, Boston, Milwaukee, Cincinnati, 
and St. Louis. Agencies in London, Paris, Basel, Milan and 
other Foreign cities. 


SURPASS 
BROWN 
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COLONIAL TANNING 
COMPANY 


Patent Leather 
Marine Blue, No. 113 
Flaming Red, No. 101 
Raspberry, No. 195 
Bordeaux Wine, No. 196 
Mouse Grey, No. 197 
Sea Blue, No. 193 
Dark Brown, No. 199 
African Brown, No. 156 
Mastic, No. 194 
Mascara Brown, No. 99 
Tailleur Green, No. 151 
Gun Metal, No. 11 
Snow White 
Lincoln Green, No. 198 
Sailor Blue, No. 182 
Clipper Blue, No. 166 
Brown, No. 169 


DIMOND KID COMPANY, INC. 


Glazed Kid 
Indies Brown, No. 12 
Marine Blue, No. 42 
Water Lily, No. 261 
Fawn Brown, No. 366 
Sky Grey, No. 150 
Medium Grey, No. 450 
Sea Sand, No. 361 
Swagger Brown, No. 20 
Burgundy, No. 430 
Clipper Blue, No. 40 
Copenhagen Blue, No. 140 
Japanese Red, No. 230 
Rose Red, No. 330 
Emerald Green, No. 480 


F. C. DONOVAN, INC. 


Doval Buck 
Cream 
White 
Brown 
Grey 
Sport Elk 
White 
Smoked, No. 127 
Brown, No. 601 
Scotch and Chenango Grains 
Black and colors 
Dov Linings 
Navonod Linings 
Colors: No. 14 
No. 15 
No. 16 
No. 17 
No. 18 
No. 19 
No. 21 


DUNGAN, HOOD & CO., INC. 


Black Glazed Kid 
Brown Glazed Kid 
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Blue Glazed Kid 
White Glazed Kid 

Black Satin Brazilian Kid 
White Brazilian Kid 


EAGLE-OTTAWA LEATHER CO. 


Men’s Eagle Calf 
Black Eagle Calf 
Tantree Eagle Calf 
Bourbon Eagle Calf 
Holland Eagle Calf 
Alaric Calf, No. 12 
Alaric Calf, No. 22 
Broadway, No. 10 
Fairway, No. 11 
Broadway, No. 20 
Fairway, No. 21 
Black Alaric 
Fairway Black 
Dover Black 
Fawn Brown Alaric 
Spey Royal Scotch Black 
Spey Royal Scotch Brown 

Women’s Alaric 
Black Alaric 
Indies Alaric 
Marrona Alaric 
Gaucho Alaric 
Rust Alaric 
Fawn Alaric 
Sanwood Alaric 
Sea Sand Alaric 

OTTAWA Elk 
White 
Smoke 
Brown 
Black 

Gunmetal Sides 

Wolverine Prints 

Partridge Prints 

Indian Head Patent 


ESSEX TANNING COMPANY, 
INC. 


Suede Prints 
Lacquer Prints in 
Circe 
Swiss 
Chukker 
ZizZag 
Baccara 
Kasha 
Silk, etc. 


JOHN R. EVANS & COMPANY 


Ruby Black Glazed Kid 
Peacock Colored Kid 
White 
Three shades of Brown 
Blue 
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Evans Linings 
White 
Parchment 
Beige 
Different shades of Grey 


ROBERT H. FOERDERER, INC. 


Vici Black, No. 400 

Vici Black, No. 404 (Satin Finish) 

Vici Brown, No. 216 

Vici Blue, No. 507 

For Men’s Wear 

Vici, No. 225 

These same colors will also be shown 
in Vici Special—“The Kid with 
the permanent polish” 


A. F. GALLUN & SONS 
CORPORATION 


Aztec 

Cretan 
Eskimo 
Norwegian 
Viking 
French Process Wax 
Baguette 
Lining 

Mogul 
Domino 
Mandarin 
Lido 
Milwaukee 
Cream Albino 
Fancy Grains 


GONIPROW KID COMPANY, Inc. 
Kid 
Upper Stock 
Black 
Marine Blue, No. 70 
Indies Brown, No. 15 
Lining Stock 
Medium Grey, No. 20 
Dark Grey, No. 25 
Fawn Brown, No. 35 
Chaff, No. 55 
Beige, No. 60 
Waterlily, No. 75 


GRIESS-PFLEGER TANNING 
COMPANY 


Lozant Russia Sides 
Lozant Elk Sides 
Lozant Retan Sides 
Lozant Patent Sides 
Lozant Sport Elk 
Lozant Calf 
Lozelle Calf. 
Lozelle Art Grains 
[TurN TO PAGE 108, PLEASE] 
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R SUEDE 


Thirty-six years of spe- 
cialization in suede tan- 
ning gives assurance that 
Carr Suede Calf will be 
found exactly right to 
meet quality, economy 
and color requirements 
for Fall. 





CARR B 


Carr Buck, a heavy 
suede being exten- 
sively used in walk- 
ing and_ peasant 
types, will maintain 
its popularity. 











is presented in many 
attractive patterns. 


See the latest offerings of Carr Suede Calf at the 
Official Opening of American Leathers, Waldorf- 
Astoria, New York, Apri! 29-30. 


CARR 


LEATHER COMPANY 
PEABODY, MASS. 


scoe G. Caverly, Robert D. Smith & Co. Benton Wilkins C. Roy Fisher, 
79 seuth St., Boston, Mass. 325 ay 7 Phitaaeta, “Pe. 1602 Locust St., St. = Mo. 45 Andrews St., Rochester, N. Y. 
Marcus, Forscher & Co., Tracey Co. Adams & Atkins 
93 Gold St., New York City 46 ecmnnie’ Bldg. “Cincinnati, Ohio 744 N. 4th St., Milwaukee, Wis. 
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GUTMANN AND COMPANY 


Fall Grains 
Buffalo Grain 
Seal Grain 
Glencoe Grain 
Brighton Grain 
Ski Grain 
Wegian Grain 
Scotch Grain 
Boardmoor 

Mule Buck 
Brown 
Grays 
Blue 
Red 
Green 

Shubuck 
Brown 
Grays 
Blue 
Red 


Green 


HENRY HALLE TANNING 
COMPANY 
Kid 


Black, Blue, Brown, Satin, Red. 


White, Gold and Silver 


Linings and Miscellaneous Reptiles 


L. H. HAMEL LEATHER 


COMPANY 

Glazed Kid 

Grey, No. 300 

Jade, No. 303 

Pink, No. 304 

Blue, No. 305 

Green, No. 306 

Water Lily, No. 327 

White, No. 350 

Beige, No. 358 

Medium Grey, No. 394 
Nu Process Lambskins in the above 
listed colors 


HAMILTON-KAUSEL COMPANY 


For Women 
Reliance White Kid, No. 25 
Reliance Harvest Brown, No. 22 
For Men 
Reliance London Tan, No. 12 


HITEMAN LEATHER COMPANY, 
INC. 


A full line of calf in blacks and 
colors. Black in Ebon-Apex and Matt 
and a range of Promenade colors 
suitable for men’s Fall shoes. 
Braeburn, a Fall grain in brown and 
black. A full line of high colors for 
slippers, in reds, browns, blues, green, 
pansy, rose and wine. 
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E. HUBSCHMAN & SONS, INC. 
Calf—All new Fall shades. 


HUNT-RANKIN LEATHER 
COMPANY 
Bucko Calf 
Fawn Velvetta Calf 
Glace Russia Calf 
Tailored Calf 
In all Popular Colors. 


1. M. KAPLAN, INC. 
Swakap 
Wavekap 
Excela 
Capri 
Twinkle 
Rosetta 
Lelong 
Lunette 
Roberta 
Veneta 
Corolla 
Regalia 
Cosmo 


C. D. KEPNER LEATHER 
COMPANY 
Wilbuk 
In all colors 
Patent Leather 
Side Leather 2 
Elk 
Sheepskins 
For both the Garment and Shoe 
Trade 


THE KOSSBECK LEATHER 
COMPANY, INC. 


Patent Kid (Japonica Brand) 
Black 
Brown 
Blue 

Genuine Reptiles 
Calcutta Lizards 
Ring Lizards 
Bengal Lizards 
Watersnakes 
Python Snakes 
Ermine Snakes 


A. C, LAWRENCE LEATHER 
COMPANY 


Weilda Suede Calf 

Juniper Calf 

Nord Grain 

Col’d and Black Diamond Patent 
Gun Metal Sides 

Hikon Elk 

Nubuck 

Lambskin Linings 

Barilla 
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G. LEVOR & CO., INC. 


“The Whitest Whites’—Levor white 
washable kid and Cabretta and Levor 
black mat kid. 


LORD TANNING COMPANY 


Lortan Sport Elk in full grain and 
corrected kips, and in full grain and 
corrected extremes. 

Roban — smooth leather for heavy 
sport shoes and moccasins. 

Heavy grain leathers for men’s shoes, 
and smooth sides for women’s shoes. 
Buck 

Patent Leather in block and colors. 
Embossed leathers in popular grains. 


McNEELY & PRICE COMPANY 
20th Century Kid and 20th Century 


Linings 
Waterlily, No. 20 
Parchment, No. 22 
French Grey, No. 24 
Paris Grey, No. 26 
Dark Fawn, No. 28 
Dark Grey, No. 30 


MITCHELL & PEIRSON, INC 


Glazed Kid 

Shoe Stock 
Black 
Blues 
Browns 
Gray 

Lining Stock 
Parchment 
Light Grey 
Dark Grey 
Fawn 

Slipper Stock 
Brown 
Red 
Burgundy 
Green 
Blues 


R. NEUMANN & COMPANY 


Fancy and Exotic Leathers 


NEWMARKET LEATHER 
COMPANY, INC. 


Kordo-O-Tuff-—Black and Colors 
Cordovan—Black and Colors 


NORTHWESTERN LEATHER 
COMPANY TRUST 


New Fall Grains 
All colors in Elko, Deerskin. Rus- 
side and Sootan 


[TuRN TO PAGE 109, PLEASE | 
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The belief is general throughout the trade that leather made 
by the Velcaf Sueded process will enjoy increasing popularity 


during the coming season. 


In line with this belief we have 


made many additions to our list of designs with the result 
that initial orders are being booked as never before. Visit our 
booth at the New York Leather Opening or send to our Boston 
store for sample pads. 


HONEYMOON 
REGISTRATION 
No. 4555 


Licensed under Patent REI942| 


CIRCLE REGISTRATION No. 4666 


VERZA TANNING COMPANY 


TANNERY: PEABODY, 


MASS. 





BOSTON OFFICE: 


WHORL 
REGISTRATION 
No. 4554 


CARACUL 


143 SOUTH ST. 


WHAT THE TANNERS WILL SHOW 


Splits 
Sabuck Splits for rough outsides 
Lining Splits in colors 
Slipper Splits in colors 


THE OHIO LEATHER COMPANY 


Kafforite—light weight women’s calf, 
in all the new Fall colors. 
Luxor—men’s quality dress shoe calf 
in new Fall shades and in several 
staple colors in a full range of Tan 
and Brown. 

Washette—in White and Colors, both 
men’s and women’s. 

Jack Jetta—Black for men. 

Jill Jetta—Black for Women. 

Kozy Suede—Brown and Black. 
Cameo Suede — Black, Blue, Brown 
and Green in popular registered ef- 
fects. 

Fancy Embossed Grains— All new 
Fall shades in a number of new reg- 
istered designs. 


FRED RUEPING LEATHER 
COMPANY, INC. 


Hiawatha Sides 
Hiawatha Grain Sides 


[CONTINUED FROM PAGE 108] 


Progress Grain 
Suede Calf 

Fantasy Rue Suede Calf 
Seminole Mellow 
Anoka Calf 

Water Buffalo 
Kankakee 

Mohawk 

Norge Grain 

Kin Kin 

Thornproof Splits 
Rue Buck Veal Sides 


SCHERER LEATHER COMPANY 


Chrome Retan Sole Leathers 


Dri-Step and Walro 
Vegetable Lining Calf 
Vegetable Pocketbook Leather 
Vegetable Belt Leathers 
White and Cream Buck 
Elk Leather 
Black Calf—Bonita 
Boarded Colored Calf 
Printed Calf—-Guatemala 
Reversed Grain Leathers 
In Black and Colors 


SETON LEATHER COMPANY 


Patent Leather 
Black, White and_ all 
shades 
White and Cream Zephyr Buck 


popular 


SAMUEL SHAPIRO 


Genuine Poro Pigskins 
New Treebark Designs 
New Gunmetal Calf 
Suedes 


SURPASS LEATHER COMPANY 


Glazed Kid 
Black 
Brown 
Blue 
Colored Linings 
Grey 
Beige 
Water Lily 
Pastels 
Black Glazed Kangaroo 
[TurN TO PAGE 110, PLEASE] 
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THAYER-FOSS COMPANY 


Paramount Patent Leathers 

Black and colors 
Kips and Extremes 
Doebuck Kip Sides in Various Shades 
This is a flesh finished Buck leather. 
There will also be the same range of 
colors in Splits. 
A line of Prints and Demi-Suedes will 
also be displayed together with a 
line of White Beaubuck and White 
Polar Buck leathers. 


ALBERT TROSTEL & SONS 
COMPANY 
Utella Calf—Fancy Sueded Calf 
Trostan Calf—Women’s Colored Calf 
Fairfax Calf—Men’s Colored Calf 
Haig Calf—Men’s Colored Calf 
Pochette Calf—Handbag Leathers 
Bagotan Calf—-Handbag Leathers 
Nubian Calf — Black Calf in all 
weights 
Wales Calf—Natural back calf for 


unlined shoes 


YERZA TANNING COMPANY 
Velcaf—new registered designs 


Whorl, No. 4554 


Honeymoon, No. 4555 
Circle, No. 4666 


WINSLOW BROTHERS & SMITH 
COMPANY 


Sheep, Calf and Kid Leathers 

Shoe Linings, Vegetable and Chrome 
Tanned in White and Popular 
Colors 

Russet Sheep and Lambs 

Garment Leathers in 
grains 

Novelty Suedes 

Fancy Embossed Sheep 

Plain and Embossed blacks and colors 

Roller Leather; Sheep, Lamb and 
Calf 

Book Binders Law Sheep 

Woolskins in both Bark and Alrm 
Tannages 


suedes and 


RICHARD YOUNG COMPANY 


Genuine Kangaroo 
Colored Kid 
Genuine Buck 
Ryco Cowsides 
Ryco Lambskins 
Ryco Skivers 





Canadian Tariff Board Considers 
Leather Duties 


MONTREAL — The Canadian Tariff 
Board, at a hearing early this month, 
took under consideration applications 
for reduced tariffs on kid leather for 
shoes and gloves. Shoe manufacturers 
asked free entry under the British pre- 
ferential, and 15 per cent intermediate 
and general tariffs Present rates are 
12% per cent British and 27% per cent 
intermediate and general. 

Glove manufacturers, represented by 
the Garment Manufacturers Associa- 
tion of Canada, requested the 20 per 
cent general duty on fine kids be re- 
duced to the 10 per cent basis apply- 
ing previous to June, 1931; the British 
preferential to remain five, and the in- 
termediate 714 per cent. 

Both applications were opposed by 
the Tanners’ Association of Canada. 

Chairman G. H. Sedgewick punctu- 
ated a two-day hearing on the leather 
items by calling on shoe manufacturers 
and their suppliers of raw materials to 
get together in the interests of the 
consumer. 

“The consumer should not be hit as 
hard as he is today is my opinion after 
a year’s study of the shoe industry,” 
Mr. Sedgewick said. The domestic shoe 
manufacturer has 97 per cent of the 





Canadian market,” he added. “I don’t 
think the manufacturer is relatively 
suffering, and the consumer is. If the 
depression is breaking, all branches of 
the industry should get together and 
give thought to the consumer.” 

Canadian tanners asked protection 
from United States distress selling, 
said Elmer Davis, Kingston, Ont., tan- 
ner. They were also handicapped by 
having to take substantial amounts of 
New Zealand skins under the Ottawa 
agreements. 

The Tanners’ Association had given 
the Government assurance it would 
double the importation of New Zealand 
skins previous to the agreements, he 
added. This had been carried out, al- 
though the tanners had had to build a 
warehouse. They have a year’s supply 
of imported skins on hand at present. 

The domestic tanneries had to com- 
pete with skins from China also. Aub- 
rey Davis, Newmarket, Ont., said Can- 
adian tanners met the United Kingdom 
exporters previous to the Ottawa 
agreements. The domestic tanners had 
agreed to the present arrangements 
only if the present tariff remained un- 
changed. 

The Canadian supply of fine kids 
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Colors 
for 
FALL 
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Spaniel Tan ... custom typ« 

brogues and 
other shoes with distinctive English 
saddle details and solid leather soles 
lend themselves best to this lighter 
russet shade for limited use. 


Retriever Brown 2 new color in. 
troduced first 


in country type shoes of “hunting” 
leather. Admirably adapted to more 
extensive acceptance this Fall in these 
rugged sueded leathers for both town 
and country wear. Also for matching 
boarded leather in combinations. 


Greyhound .... another dis 

tinctive “hunt- 
ing” leather color, chosen especially 
for country shoes in sueded reversed 
leathers. Also suitable for limited use 
in heavy leathers. 


Vintage Brown . new version of 
the brownish 


Cordovan type, now looming as an im- 
portant contender for volume accept- 
ance in both town and country shoes 
for Fall. 


Bourbon ...... this volume 
: color enjoys 
(repeated color) pb ai 


ceptance, because of its versatility for 
heavy brogued leather sole types or 
conservative town shoes. Interpreted 
in smooth, boarded, heavy sports grain 
or service type leathers. 





had changed from the United States 
to England since 1932, the shoe manu- 
facturers said. “Canadian manufac- 
turers pay one third more for fine kid 
leathers than their United States com- 
petitors,” W. E. M. Sabiston, Perth, 
Ont., told the board. 

Three Canadian glove leather firms 
controlled the market for fine leathers 
for women’s gloves, T. W. Learie, Tor- 
onto, secretary of the Garment Manu- 
facturers’ Association of Canada, said 
on behalf of the glove makers. The 
supply was a virtual monopoly, Mr. 
Learie charged. 

This was denied by R. S. Robertson, 
Toronto, acting for the tanners. Quebec 
manufacturers told the board they 
were satisfied with their present sup- 
plies from domestic tanners as to qual- 
ity and quantities. They included: 


John Ouelette and Joseph Weisenfield, 
Montreal, and H. A. Balcer, Three 
Rivers. 
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This map, Mr. Shoemaker, will show you how to 
combine Profitable Business with Pleasure .. . 
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In your travels East, West, North or South stop over at the Byron Tannery at 
Williamsport on the Potomac! 


WHY PROFITABLE? 


BECAUSE you will see for yourself and be better able to judge in the future, how 
the various leathers you will need are made . . . full chrome tanned side upper leathers, including elks in whites 
and colors; bucks, patent and smooth sides; the finest oak tanned flexibles, and from our Byron plant in 
Hanover, flexible bends, the very best flexible inner soles and a wide range of heels. 


BECAUSE of the organization behind the prod- BECAUSE of the service . . . buying, manufac- 


uct... Meet the personnel and you will understand what “Private turing, financing, selling, and managing compactly under one 
Resident Ownership Management” means to you. roof . . . no buck passing! Forty to fifty thousand feet of 
leather shipped daily to a long list of satisfied customers! 


BECAUSE of the plant . . . where our “house- BECAUSE of high standards of ethics, quality, 


keeping” has qualified us for Factory Mutual Insurance. and honor... meriting membership in Rice Leaders of the World. 
We are represented in all principal leather centers by men long qualified to serve you properly. 


But again we say it will pay. you well to come to Williamsport yourself ... the map shows its easy accessi- 
bility by motor or rail from every direction. 


W. D. BYRON & SONS OF MARYLAND, INC. 


Hanover, Pa. Williamsport on the Potomac 100 Gold St., New York 
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These Hiteman Leathers will 
be on display at the Waldorf- 
Astoria April 29-30—Booth wor 
37 where we invite your in- 
spection of their fine quality 
and splendid color range. 
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These leathers on display at Booths 31, 32, 33 
Official Opening of American Leathers for Fall and 
Winter 1935-36, Waldorf-Astoria, New York, April 29th 
and 30th, 1935. 


OFFICIAL COLORS 


IN 


GLAZED KID 
FALL AND WINTER 1935-36 





WOMEN'S COLORS 





QUAKER 
McNEELY NEWCASTLE CITY STANDARD 


INDIES BROWN ........... Ress ae 


MARRONA ................. euce ae 
PRALINE eee coo 
MARINE BLUE Pas 


ARABY GREEN 
ORIENTAL OXBLOOD........ 
FAWN BROWN .... 





SPANIEL TAN 
RETRIEVER BROWN ... 











ALLIED KID COMPANY 


209 SOUTH STREET, BOSTON, MASS. 
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'Y}ahead in WuiTE LEVOR Ki! 


As this is being read by you, 
shoe manufacturers are receiving and 
filling re-orders for white LEVOR kid 
shoes from stores which experienced 
exceptionally early demand. 


The buying public generally, however, 
has not even begun thinking of summer 
costumes and footwear. When warm 
weather develops, with its usual sudden- 
ness, the demand for white kid shoes will 
deplete stocks swiftly. 


And since the best part of the white season 
is vacation time, it is certain that merchan- 
disers will get a double play... two extra 
turn-overs ... especially if they have white 
LEVOR washable kid. 


‘MAU IN 


G. LEVOR & CO., INC. 


Tanners over 59 Years 
GLOVERSVILLE NEW YORK 


“ES WEITEST WHITES” 
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sales indicate this will be the largest white season, 
EVER! We have prepared in advance for increased demand. 





We've stocked white shoes in every conceivable style and 
material. All are extraor- 
dinary values, priced for 
quickturnover. Illustrated 







are three of the many in- 
stock styles. * Order at 
once for prompt delivery ! 
















MARIETTA OXFORD - - $2.50 
58184-All White Calf-18/8 Cont. Cov. 
58173-White Nubuck-Brown Calf Trim 

16/8 Lea. Cuban 
58174-Ali White Calf-16/8 Cuban Cov. 
Widths AAA to C 















ADELE OXFORD--$2.10 
48074-White Nubuck-16/8 Lea. Cuban 
48084-White Calf-18/8 Covered Cont. 


Widths AAA to C * Write for New Myers 
Also White Calf Cont. Heel Opera 48054 


















¥* Celebrating 
Our 25th 
Anniversary 


Spring and Summer 25th 
Anniversary Catalogue. 








*& 74 smart, fast-selling 
styles illustrated. 





NATALIE OPERA- -$2.10 
47864-White Calf Opera-20/8 Spike 


Widths AAA to C 
Also Cuban and Spike Heel Sandal 


D. MYERS be SONS, INC. 


Thre Astes mee Women's Novelty Shoe House 


CURTAIN AT SHERWOOD AVENUE * BALTIMORE, MARYLAND 
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THE ANSWER TO VOLUME BUSINESS 
FOR HEALTH SPOT DEALERS 


RADIO RECORDS 


Five and fifteen minute electrical transcriptions are supplied 
free to tie in with the Teacher Window Background shown 
below. They feature foot health talks by a character known 
as the Health Spot Shoemaker. He gives the truth about foot 
problems and has the right appeal that brings people into your 
store to investigate and buy . . . The talks are so interesting 
Introducing Your Friend The that people with bad feet tune in everyday to listen. 


Health Spot Shoemaker With 
Today's Foot Health Talk SHIPMENTS FROM OUR FACTORY HAVE INCREASED 50%, IN 60 


DAYS. THIS INDICATES WHAT THE RADIO PLUS THE RIGHT 
KIND OF WINDOW TRIMS ARE DOING FOR OUR DEALERS. 


“TEACHER” WINDOW BACKGROUNDS 


A new set each month telling a different educational health story 
that commands attention. They make your windows do 70% of 
your selling—which they should. Furnished at a reasonable price, 
Teacher Window Backgrounds are the first step toward volume in 
Health Spot Shoe Sales . .. A volume that means PROFIT to you 
because you buy Health Spot Shoes for $5.25 less 5% and sell them 
for $10.00. 


Write for full details on Teacher Merchandising Plan 


MUSE 


DANVILLE, IL HEALTH SPOT SHOES IN CANADA — THE MURRAY SHOE 
co., LTD., LONDON, HEALTH SPOT BOOTS—H. J. JUSTIN & SONS, INC., FORT WORTH, TEXAS 
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9’ TO RETAIL 


A brilliant line that proves Endicott- T 
Johnson designers as expert at J 
styling footwear for the Younger 
Generation as they are at adult fash- g 
ions. Youthful but smart... beautiful 
but especially designed for juvenile 
health and comfort ... finely made but 
moderately priced, this Endicott- 


Johnson line is another merchandis- C 
ing triumph... and a profitable one 
for the retailer ! v 
2167 Misses White Front 2148 Misses White Oxford 326 
Strap a: (Stitchdown) ..11%4/2 $0.85 
¥4/2 $0.82Y2 21484 Same in Chilis 8%/11 77! 
21672 Same in Childs poy 75 2147 Same in Patent, Misses 
2166 Same in Patent, Misses 11%/2 .85 
11%4/2 21472 Same in Patent, Childs 
21662 Same in Patent, Childs 8%/11_ .77"2 186 
8%4/11 .724/2 
18¢ 
1810 Miss ee a oom 1805 Misses White Calf Ox- . 
m FE 
eee Oe on eee saxo OS 
1809 Same in Patent. 173 
173 


The complete line 1801 Misses White Calf Ox- = 
will be gladly ford, Cem Pro ....12%/3 1.35 in 
chowe te you, By the 1800 Same in ‘Black. 

an your 


vicinity. 


eee? 


ENDICOTT -JOHNSON 





; 
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jer the 


IN STOCK 


from $1 to $2 


The wide variety of the Endicott- 
Johnson juvenile line enables retailers 
to meet all requirements. The Younger 
Set approves the smart style and 
attractive appearance... their Mothers 
the quality workmanship and health- 
ful design. ..and one satisfied 
customer inevitably leads to another. 
Orders filled promptly to keep pace 
with springtime selling. 


3269M Misses White Tie 1739 Misses White Gore Pump 
(McKay) 12%/2 $1.22 (McKay) 1244/3 $1.20 


1738 Same in Patent, Misses 
12%/3 1.172 


1804 Misses White Calf Strap, ' ‘ore 
Cem Pro .......... 12%/3 1.35 1002 Misses White Calf Gore 


1803 Same in Patent. Pr 12%/3 1.35 
1811 Same in Patent. 


1735 Misses White Front 
Strap (McKay) 12%/3 1.17% 
1735/2 Childs 8%/12 1.0742 
1733. Same in Patent, Misses 
12%/3 1.15 
1733/2 Same in Patent, Childs 
8%/12 1.05 





ENDICOTT.N.Y.  s2t9ueie 
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it SELLS? 


Cc’ MAGE a walmut .....-. 
b 


but how 









richer and darker and 
browner than any walnut 
@vVver WAS ~-cceceececececeee 





Prien mahogany ..... 


glossier, smoother, hand- 
somer than mahogany 
@ever WAaS ~-ccererecrereececece 









ry tal a scene of autumn 


with the richest, 
smoothest, shiniest 
forest brown you 
ean think of .... 
and that’s 


i penteael COLONIAL 


have to see it at the New 


York Leather Opening—or P A T E N T 


in ‘your manufacturer's 
sample line —or write us 
for a sample. 

Z 


No wonder over two million feet were sold 
COLONIAL TANNING CO. last season—and it is off to an amazing 
BOSTON, MASS. start this season! 
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